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TURNS 
WwooD ala 
WASTE INTO LOW- \ 
cost FUEL! 


is 


“Two ‘Whirlex’ Multiple Cyclone Fly 
Ash Collectors give us an added 10% to 15% 
more utilization of our wood waste’’... 


Says R.L. Myers, Gen’l Manager 
United Furniture Corporation 
Lexington, North Carolina 


Mr. Myers goes on to say, 

“Any furniture man can figure what 
this means in dollar savings, firing two 
550 hp boilers each with a heating 
surface of 2,272 square feet.” 


“However, our greatest savings is in 
our now cleaner operation. The 
‘Whirlex’ Cyclone units have 
completely eliminated our wood 
cinder waste troubles. It got into 
our finishing rooms... it collected 

in gutters and drains... we 

had a high roof-maintenance 
cost... and it was a neighborhood 
nuisance. Now, there's scarcely 

o trace of wood cinders anywhere.” 


Write for the full details of this 
interesting and successful 
""Whirlex"’ Fly Ash Collector 
installation! “'Whirlex"’ engineers 
will gladly work with you on 
your collecting problems. 


AN, 


WHIRLEX 


THE FLY ASH ARRESTOR CORP. 
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RESISTS STAINS 





RESISTS HARD USAGE 
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any day, any season — Marlite’s soilproof 
finish resists heat, moisture, stains! 


Colorful Marlite brings out the best in furniture . . . assures lasting beauty 

and longer life through its remarkable resistance to cigarette burns, drink stains, 
scuffs, and scratches. The smooth, durable melamine plastic finish 

cleans with a damp cloth; stays like new for years. 


Continuous national advertising is pre-selling homemakers on Marlite’s 
“wear without care” features. So for more profitable sales, more consumer 
satisfaction—feature Marlite plastic surfaced furniture with the label your 
customers recognize and respect. Marlite is made only by Marlite Division 
of Masonite Corporation, Dept. 112, Dover, Ohio. 


ANOTHER QUALITY PRODUCT OF MASONITE® RESEARCH 


Marlite 


PLASTIC SURFACES 
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DUO-FAST AIR TACKERS — for production work 
on case goods, cabinets, and other woodwork 
products. 






« 


DUO-FAST HAMMER TACKERS speed and simplify 
many furniture tacking operations. 


Pf) 





DUO-FAST SISAL PLIER — Special air stapler for 
fastening sisal pads to spring units. 





DUO-FAST AIR TACKERS save time and money on 
sofa bed application. 


Write for complete details on 
the time and money saving 
DUO-FAST STAPLE TACKERS. 


860 Fletcher 
« Chicago 14 


FASTENER COR 
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Your best bet 
for low 
maintenance 


CHAIN 
MORTISE 


Cutting 
Equipment 


Our high-quality 
Chain Mortise 
Cutting Equipment 
insures maximum 
production and 
minimum maintenance. Over 150 
available sizes for both round 
and flat-bottom mortises. 

Large stock permits immediate 
shipment of most sizes. 


William H. Field Co. 


INCORPORATED 
333 DORCHESTER AVENUE 


BOSTON 27, MASS. 
~\ 
~~ 
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Wo} f=) = YiYe Hinge are equipped with a new 
NO-CLICK TRIGGER. 


2. Operates without listening 
for the click. 


3. Eliminates the back from 
falling when changing from 
sofa to bed position. 


4. Easy application to the frame. 





ROCKER SPRINGS 


Our rocker springs are made of the 
finest quality materials available. 
They are constructed of 8-gauge, 
M. B. wire, with ribbed sides for 
added strength. These are especi- 
ally suitable for swivel rockers. 
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Add finer 
quality and more 
250 comfort to your sofa 

beds by using our FLAT- 
TOP sofa bed attachment. 
FLAT-TOP eliminates the 
uncomfortable groove when in 


bed position. 


CHAIR 


















HINGES 
PHONES 
Midwestern Warehouse — New England Representative 7s 
Burton V. Boruszak James D. Schaadt 23415 
—e== 120 N. Green St. ——— 36 Fiske Road 
‘ oe ag ies Wellesley Hills, Mass. 
one CHesapeake 3- 
| — PRODUCTS COMPANY. HIGH POINT, N. C. 
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” Continuous-cutting 
spiral drums provide 






Three-drum $-333 in Memphis, Tenn. plant of 
Memphis Furniture Manufacturing Co. (above). 
Letter below from T. C. Faulk, superintend- 
ent, says in part: 


s e 
| eyes Exclusive with 
“Our experience here, as well as in our Little 
Rock and Columbia plants, has been that of 
consistently fine service from our Yates- YATES-AMERIC AN 
American machines." 
ENDLESS-BED SANDERS 


Massive, rugged construction of base and bed insures closer 
tolerances. Spiral drums, originated and developed by 
Yates-American engineers, provide best possible finish at 
lower sandpaper cost. 


Here are a few of the many features which have made 
Yates-American Endless-Bed Sanders so popular: 
“Cushioned coupling” isolates drum from motor vibration. 


Automatic take-up devices on spiral drums keep correct 
tension on abrasive paper. 


Each drum has individual, wedged micro-adjustment. 
Chain links are self-lubricated. 
All adjustments are easily accessible. 

Two-, three-, and four-drum models are available. 


Abrasive grits as heavy as No. 314 can readily be used on 
Yates-American spiral drums. 


See the Yates-American extras up close and discover for 
yourself how much they mean to a profitable operation. Ask the 
Yates man to show you a Yates Endless-Bed Sander at work. 


Or, write for descriptive bulletin. 
High Point, North Carolina 


‘ Yaler-Ulmerican ago 


BELOIT, WISCONSIN Portland, Oregon 
Fore’ with the Finest in woodworking machinery. Established in 1883 
MATCHERS © MOULDERS @ SURFACERS © RIPSAWS © RESAWS © SANDERS 





Branch Offices: Chicago, Illinois 
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ANNOUNCE MAJOR SHOWINGS 
AT CHICAGO, APRIL & OCTOBER 


Kroehler Sets Precedent; Others Following 


Support from manufacturers and 
retailers alike continues to mount 
for April and October “National 
Furniture Design Shows” in Chica- 
go following announcement of the 
new program by its sponsors, the 
Committee for the National Furni- 
ture Design Show (formerly Home 
Furnishings Market Committee). 

D. L. Kroehler, (see Cover Draw- 
ing) chairman of this group of lead- 
ing furniture manufacturers and 
president of Kroehler Mfg. Co., the 
world’s largest furniture manufac- 
turer, emphasized that the Commit- 
tee will also continue to support 
the January and June Chicago mar- 
kets. 

This drastic change in Chica- 
go’s traditional marketing pattern 
for the Nation’s furniture retailers 
means that major showings of the 
year to introduce new furniture de- 
signs will be held in April and Oc- 
tober instead of January and June 
as in the past. 

April and October markets for 
new designs are preferred by large 
volume retailers. January and June 
shows would be continued in order 
to accommodate smaller volume 
stores who traditionally have come 
to Chicago during the latter two 
periods to view designs. 

Kroehler, whose firm’s Chicago 
showrooms are in the American 
Furniture Mart, said new goods at 
the National Furniture Design 
Shows in April and October would 
be shown exclusively in Chicago 

. that his firm would not show 
any new merchandise at its other 
showrooms in High Point, Los An- 
geles and New York. 

To emphasize the importance of 
market concentration in the Chica- 
go area, both International Furni- 
ture and Karpen Furniture, divi- 
sions of the Schnadig Corporation 
will close their High Point show- 
rooms during April and October 
markets. Official announcement was 
made by Lawrence K. Schnadig, 
president of Schnadig Corporation. 

Reliable sources say some forty 
other manufacturers will also be 
making similar announcements 
soon. 

The board of directors of the 
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National Association of Furniture 
Manufacturers has voted unani- 
mously to endorse and actively sup- 
port the program. 

E. O. Fricker, head of Fabric 
Procurement for Kroehler Mfg. 
Co., has advised all fabric suppliers 
that Kroehler’s principal selection 
of upholstery fabrics will be made 
prior to the spring and fall furni- 
ture markets. 

In the past, major fabric selection 
took place before the January and 
June markets. 

Fricker told the fabric suppliers 
that he hoped new lines would be 
ready for presentation between 
February 15 and March 1, at the 
latest. 

As the world’s largest furniture 
manufacturer, Kroehler uses some 
6 million yards of fabric each year 
and is second only to the automo- 
tive industry in volume of buying. 

This announcement to the fabric 
industry is in line with Kroehler’s 
emphasis on the April-October mar- 
keting combination. 

Five of the Nation’s leading up- 
holstery fabric suppliers . . . Col- 
lins and Aikman, Sidney Blumen- 
thal, Joan Fabrics, LaFrance Indus- 
tries and Brookline have announced 
plans to cooperate by introducing 
new upholstery fabric patterns in 
time for April and October mar- 
kets in Chicago. 

The Committee has had endorse- 
ments for their plan by Alfred D. 
Egendorf, director, Home Furnish- 
ings Group, National Retail Dry 
Goods Association, The National 
Wholesale Furniture Association 
and a steadily increasing number 
of furniture retailers. 

Kroehler revealed that a recent 
survey by an independent research 
organization, sponsored by the 
Committee, substantiated the Com- 
mittee’s views. The survey was con- 
ducted by the Market Planning 
Corporation, a subsidiary of Mc- 
Cann-Erickson, Inc. 

Based on personal interviews 
with leading department store and 
furniture store executives, the sur- 
vey showed that while Chicago is 
cited as the most desirable site for 
furniture markets from the stand- 
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point of location and other con- 
veniences, the April and October 
market pattern was preferred by 
the majority of high volume re- 
tailers. 

The Committee’s plan to insti- 
tute April and October National 
Furniture Design Shows will aid 
the larger furniture dealers who 
desire longer “lead time,” while at 
the same time maintain present 
January-June pattern for furniture 
stores who need less “lead time” to 
plan their buying. 

Desire for Chicago as the market 
site was expressed by 83% of those 
interviewed. Other survey findings: 

—60% of those interviewed buy 

up to 30% of their merchan- 
dise requirements at markets. 

—66% select up to 80% of their 

merchandise at markets. 

—97% of all those firms inter- 

viewed attend Chicago market. 

—85% attend High Point market 

or Virginia-Carolina market in 
spring and fall. 

—83% of those interviewed pre- 

fer Chicago as market site. 

—13% of those interviewed pre- 

fer Virginia-Carolina as the 
market site. 

—86% plan on a lead time of 

from one to four months. 


“Adoption of the Committee's 
program,” Kroehler stated, “will 
mean that all types of stores will 
have an opportunity to attend two 
markets a year and place their or- 
ders or make selections for later 
commitments at a time that fits 
their requirements.” 

Also, he noted, the plan gives 
markets that are more convenient, 
comfortable and economical to at- 
tend. 

From the manufacturers’ stand- 
point, the executive said that fur- 
niture producers will be able to 
give their customers, large and 
small, better service at market time 
and in the delivery of their orders. 
And, he said, costly production 
peaks and valleys will be reduced. 

Kroehler revealed that the Com- 
mittee has unanimously adopted a 
resolution to formally state the ob- 
jectives of the group. The resolu- 
tion reads: 

“RESOLVE THAT: All furni- 
ture manufacturers adopt the pat- 
tern established by many manufac- 
turers of introducing new designs 
in April and October, thus provid- 
ing the basis for the establishment 
of a National Furniture Design 
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Show to be held in Chicago during 
April and October of each year. 
That these shows be followed by 
the June and January Markets, 
wherein the new styles of the April 
and October Shows are displayed 
for the benefit of such retailers who 
may not wish to make their full 
buying commitments at the earlier 
style show.” 

Other furniture manufacturers 
who are members of the Committee 
for the National Furniture Design 
Show include: Victor Bukolt, Lul- 
labye Furn. Corp., Clyne Craw- 
ford, Crawford Furn. Mfg. Co.; 
Morris Futorian, Futorian-Strat- 
ford Furniture Co.; Chester Hel- 
gran, Kling Factories; L. Gerald 
Koch, Columbia Bedding Co.; 
Louis E. Kottler, Kingsley Furni- 
ture Co.; Julius Levinson, Welman 
Co.; and the Sun Glow Co.; R. H. 


McMurtie, Huntingburg Furn. Co.; 
Thomas Mersman, Mersman Bros.; 
J. L. Metz, J. L. Metz Furn. Co.; 
Murray Moxley, The Howell Co.; 
Ira Pink, The Englander Co., Inc.; 
Al Sandel, A. L. Sandel Co.; Law- 
rence Schnadig, International Furn. 
Co.; John Sevcik, Burton-Dixie 
Corp., W. G. Shearman, Maddox 
Tables; Charles Sligh, Grand Ra- 
pids Chair Co., and Adrian Van- 
denbout, Hekman Furniture Co. 

Koch of Columbia Bedding is 
secretary of the committee, Schna- 
dig of International is treasurer 
and also chairman of finance com- 
mittee comprised of Futorian of 
Futorian-Stratford and Kottler of 
Kingsley. 

Levinson of Sun Glow, Sandel of 
Sandel, Moxley of Howell and 
Metz of Metz are also on the group’s 
steering committee. 
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Review WratlaRmnK 
your big market 


They do 85.4% of total retail furniture and home furnishings store sales! 





They sell $873,675,733 of upholstered living room fur- 


niture annually. 


They sell $695,598,372 of bedding and sleep equipment 


annually. 


They sell $593,243,056 of bedroom furniture annually. 
They sell $533,187,641 of floor coverings annually. 
They sell $287,221 ,550 of draperies and curtains 


annually. 


They sell $271 554,920 of radios, TV and phonographs 


annually. 


They sell $254,843 848 of wood living room furniture 


annually. 


They sell $224,032,809 of kitchen furnishings annually. 
They sell $220,899,483 of dining room furniture 


annually. 


They sell $197,399,538 of refrigerators and freezers 


annually. 


They sell $172,855,151 of washers, dryers and ironers 


annually. 


They sell $162,410,731 of stoves and ranges annually. 
They sell $95,566,443 of lamps and shades annually. 
They sell $81,988,697 of sunroom, porch and outdoor 


furniture annually. 


They sell $53,788,763 of juvenile furniture annually. 


Review can get you a bigger share of this market! 
. and the figures, too. Write for a sam- 
ple copy and market data on the home goods field. 


NATIONAL FURNITURE REVIEW 
666 Lake Shore Drive, Chicago 11, Ill. 


We've got the facts. . 


Check These 
Vital Facts 


Greatest cover- 

age in the retail 
furniture field, 
8,570 (ABC 6-30-56) 


Lowest cost... 

just 3¢ per-read- 
er-buyer, based on 
12-time page rate 












Largest renewal 
rate (87.55%) 





Highesteditorial 

acceptance 
among the men who 
make the buying 
decisions 









Only in Review 
can you be sure 
of reaching all the 
members of the Na- 
tional Retail Furni- 
ture Association 







Official publication of the National Retail Furniture Association. 
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Retailer support for April and 
October National Furniture Design 
Shows in Chicago has mounted 
steadily following announcement of 
the new program. 

Dozens of telegrams have been 
received from leading retailers re- 
questing enactment of the plan. 

According to Kroehler, a wire 
from William Burston of the NR 
DGA termed the present market 
dates “archaic” because they pro- 
vide “neither the manufacturer or 
retailer sufficient time to produce 
orders required for semi-annual 
promotions.” 


Timothy E. McNamara, division- 
al merchandise manager, Straw- 
bridge and Clothier, Philadelphia, 
said in wire: “... Favor national 
furniture market in Chicago during 
April and October. Two markets 
a year in central place would be 
more efficient and economical for 
our store.” 

K. H. Williams, vice-president, 
Stewart Dry Goods Co., Louisville, 
Ky.: “Stewarts favor national fur- 
niture market be held April and 
October. We _ urgently request 
market dates committee take action 
at the market.” 

L. B. Wilmott, Cavendish Tra- 
ding Corp., New York: ‘Strongly 
favor national furniture market be 
held in Chicago April and October. 
Cavendish stores individually con- 
cur on above months.” 

Endorsement for the program, 
Kroehler said, also came from the 


following: 

K. R. Jenkins, Jas. A. Ogilvys 
Ltd., Montreal, Quebec, Marvin 
Williams, Div. Mdse. Mgr., The 
Harris Co., San Bernardino, Calif., 
Howard Schrager, _Robertsons, 
South Bend, Ind. 

Roye Bope, Elder & Johnston, 
Dayton, Ohio, J. E. Bason, Mdse. 
Mgr., The Outlet Co., Providence, 
R. _ Leonard Silver, Furn. Buyer, 
Loebs, Inc., Lafayette, Ind., G. W. 
Thorne, Koos Bros., Rahway, N. J. 

Harry K. Freemond, Div. Mdse. 
Mgr., The John Shillito Co., Cin- 
cinnati, Ohio, A. Bloomberg, The 
May Co., Los Angeles, Calif., Lloyd 
Sigler, D. H. Holmes Co., Ltd., New 
Orleans, La. 

Richard A. Roy, Frederick At- 
kins, Inc., New York, Irwin Feld- 
man, Mdse. Councilor, Davisons, 
Atlanta, Ga., Clinton A. Scheder, 
Ed Schuster & Co., Inc., Milwaukee. 

H. Houston Raphael, Weill & 
Co., San Francisco, Calif., William 
Schuldenfrei, Mdse. V. P., L. Bam- 
berger & Co., Newark, N.J. and 
Edward A. Moos, Mdse. Mgr., Snel- 
lenburgs, Philadelphia, Pa. 
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WEYERHAEUSER 4-SQUARE PARTICLE BOARD- 


offers tested characteristics for your product 


By BREAKING wood down into fine particles and 
reassembling these particles with special additives 
into finished panels, a superior core material has 
been developed that retains the desirable properties 
of wood plus new properties you’ve been looking for! 


In the production of Weyerhaeuser 4-Square Par- 
ticle Board, grain and knots have been eliminated 
to provide a homogenous panel material ideal for 
surfacing with plastics, wood veneer or other deco- 
rative materials. Quality control is an important 
phase of the manufacturing program. Laboratory 
technicians perform many tests to assure board 
quality and insure uniform performance standards 
for you. Because of its tensile strength, dimensional 
stability, flatness and smoothness, this new and 
better core stock by Weyerhaeuser gives your prod- 
uct added surface appeal plus extra structural 
soundness and durability. 


Panels come smooth both sides, ready to glue 
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without drying, sanding, planing. When laminated 
or veneered, they provide outstanding machining 
qualities. Ideal for counter, sink and kitchen tops; 
side panels, tops and fronts in furniture; for cabinet 
and sliding doors and many other products. Thick- 
nesses, 34” to 1”; densities, 30 to 60 lbs. per cu. ft. 


Weyerhaeuser Sales Company 
DEPARTMENT PG-17 
First National Bank Bidg. ° St. Paul 1, Minnesota 


Check the smooth surface and uniform tex- 


ture that means better manufacturing results. 
Write today for free sample plus new folder, 
“Basically Better.” 











THE WINTER MARKETS 





CHICAGO 
Predict New High 


A strong normal market, with a 
near record attendance of 45,000 
buyers and sellers, was predicted 
for the International Home Fur- 
nishings market here by General 
Lawrence H. Whiting, president of 
the American Furniture Mart. The 
event opened January 7 and runs 
thru the 18th. 

“The 1957 winter market,” Whit- 
ing declared, “not only marks the 
close of the furniture industry’s 
greatest year, but also signifies a 
continuation of this prosperous 


trend through at least the first half 
of 1957. 

“In that period, the industry 
should gain in volume at least three 
percent, with the current boom in 
business generally hitting a new 
high.” 


Buyer Registration Up 


One indication of increased buy- 
er interest in the 1957 winter mar- 
ket, the executive pointed out, is 
that Canadian buyer registration 
alone is up 63% over last year. Do- 
mestic registrations are running 
well ahead of last year as well. 

Although final figures for the 
year are not yet available, Gen. 
Whiting said that according to lat- 
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BAND SAWS 


<3 have been redesigned for stream- 


- 27" -32" and 36” 


The new Northfield Band Saws 


lined appearance and for better 
than ever performance. They com- 
bine up to the minute design fea- 
tures, with traditional Northfield 
quality in every detail. 

For speed, for precision, for de- 
pendability, for appearance, for 
value, you couldn’t make a better 
choice. 
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FOR AVANCED ni 
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y FOR DEPENDA 
7 
HIGH SPEED The NORTHFIELD Guarantee 
PRECISION We guarantee perfect satisfaction to anyone 
@ Gand Saws who may purchase our machines, and if any 
reasonable exceptions are taken to their good 
© Surfacers performance, ey may be returned at our 
@ Wood Shapers expense. 
@ Jointers 
® Saw Tables WRITE TODAY FOR MORE INFORMATION 
@ Universal Woodworkers 
@ Mortisers ‘Y 


(Chain & Hollow Chisel) 


FOUNDRY & MACHINE CO. 








* %*& %*& NORTHFIELD, MINNESOTA, U.S.A. 
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est statistics, furniture stores were 
running 6% ahead of last year’s 
sales, wholesale distributors were 
up 7.6% and manufacturers were 
close to 10% ahead. Department 
stores were up three to four per- 
cent. In dollars, household furni- 
ture sales by manufacturers to fur- 
niture and department _ stores 
amounted to slightly over one and 
a half billion dollars, according to 
National Association of Furniture 
Manufacturers’ figures. 


Open to Buy 


Dealer inventories, Whiting 
pointed out, were in line with 
current marketing conditions and 
most stores came into the market 
open to buy from a plentiful supply 
of new merchandise. He anticipat- 
ed that buying will be on a 60 to 
90 day normal basis. It will be 
careful and selective, he declared, 
because of the supply situation and 
because manufacturers are produc- 
ing larger and better lines at out- 
standing values in price. 

Despite the fact that material 
and labor costs are still on the up- 
ward trend, firm prices are expected 
to prevail at the market with pos- 
sible advances later in the Spring. 

Stylewise, the marketing execu- 
tive stated that the Danish modern 
influence is expected to continue in 
popularity, along with French and 
Italian Provincial. Correlated en- 
sembles will include many more 
pieces in the new lines, and more 
and more manufacturers will show 
them. 


Style Roundup 


Regardless of the period that 
they represent — modern, French 
provincial, 18th century or early 
American — the new designs have 
in common a lightness and grace, 
warmth and blendability and in- 
tegrity of construction, even in the 
medium and low brackets. 

Designers and manufacturers 
alike, while goaded necessarily by a 
strong competitive spirit, have 
nevertheless exhibited commend- 
able maturity of thought in hewing 
to good clean lines, instead of pure- 
ly eye-catching ones, and in effec- 
tively blending the best features of 
different periods and foreign and 
domestic influences. 

First and foremost among these 
features is the benign simplicity of 
modern this year as compared with 
its former stark simplicity, a purity 
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+++ and teamed with this quality which insures many added 
years of accuracy and trouble-free service, is design development 
that results in greater production. The TANNEWITZ Type XJ 
Mitre Saw shown here is a good example. It’s built for life-time service, 
the most convenient and therefore the most productive mitre saw 
made. Choice of 5 different tables enables you to obtain a mitre 

saw that EXACTLY suits your production requirements — one 

that eliminates awkward working conditions, increases production 
and cuts costs. Write for “Bulletin XJ” for complete details 

and judge for yourself. 
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of line and form that gives a crisp, 
but not brittle look, and a light 
airy appearance to even the largest 
bedroom pieces. Then there is the 
grace and softness of traditional 
and provincial designs, the decora- 
tive touches of carving, mosaic and 
leather inlays, brass and cane in- 
serts. 


New Designs 

The inimitable charm and 
warmth of colonial designs put 
their stamp too, on some of the 
new designs that are not too strict- 
ly early American. Add to these 
things the exotic foreign influences, 
sometimes broadly hinted at, some- 
times barely suggested, and you get 
an idea of what is shaping up to be 
a delightfully hey-day for universal- 
ly appealing, go-together furnish- 
ings of different periods and de- 
signs. 


Many of the new designs are 
transitional in theme and are con- 
sequently flexible enough to stand 
on their own four-or-more legs as 
things of utility and beauty, or slip 
unobstrusively yet decoratively into 
a grouping of totally different de- 
sign. 

In national styles, the Scandina- 
vian remains a hardy influence. In- 
stead of having run its course, it 
remains a part of the sculptured, 
light scaled look that is the essence 
of the Mart’s new designs. Higher 
legs, thinner cushions, flat web 
bases, sleek exposed wood parts — 
these are the mark of Scandinavia. 

Exerting itself more strongly 
right now is the influence of the 
Far East. This is noted particular- 
ly in hardware, legs, fabric color 
and simplicity of line. New accent 
pieces particularly are those with 
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Longer-lived, more durable North American 
Woodsman carbide-tipped saws mean lower main- 
tenance costs for your operation. With sharpen- 
ings and blade changes reduced and a cleaner, 
truer cutting performance that removes less kerf 
and eliminates “tear out,” the Woodsman stands 
alone in providing the quality and economy you 
demand. The time you take to inquire of this 
superb North American line will be won back 
countless times in hours saved on service. 

For complete description of each type of WOODSMAN Blade 


and detailed information as to its application, write for our 
FREE catalog, data sheet and price list. 


MERICAN PRODUCTS CORP. 


P.O. Box 210, Center Grove Rd., Edwardsville, Ill. 
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the oriental theme. Running a par- 
allel course in popularity, though 
their preference is regional are the 
more richly elegant Italian and 
French provincial designs, which 
borrow some of the functionalism 
and line purity of modern, but add 
the fillip of decorative touches all 
their own. 

Perhaps the most noticeable com- 
mon trait of all the different furni- 
ture designs is the warmth that its 
wood finishes exude. This warmth 
is an integral part of the required 
restrained elegance and charm. It 
is small wonder therefore, that wal- 
nut and cherry, particularly the 
former are getting the nod in every- 
thing modern and provincial. 

Teak is favored for its mellow- 
ness. Mahogany, of course, is 18th 
century's wood, and maple and 
cherry are still “it” for early Ameri- 
can. Combinations such as birch 
and walnut, teak and oak are used 
with dramatic effect. Finishes are 
matte and oiled, always mellow in 
a happy-medium tone between light 
and dark. Fruitwood finishes are 
still in their ascendancy. 


Fabric Styles 


In fabrics, designers have ex- 
plored new dimensions in textures 
and patterns, coming up with rich 
tone-on-tones, architectural motifs, 
gently traced scrolls and stars and 
both rough-hewn and subtle stripes, 
many of them accented with silver 
Lurex. Consistently the better 
grade fabrics, in nylon, boucle, mo- 
hair blends, 3,000 denier acetate 
weaves, linens and matelasses, are 
being emphasized in both promo- 
tional prestige lines, as well as all 
those in between. 

Colors tie in deliciously and de- 
lightfully with the new elegance 
and warmth, with the neutral tones 
being used for major pieces and 
the vibrant ones for accent. 


LOS ANGELES 


Optimism Prevails 


On the eve of the Los Angeles 
Winter Furniture Market sched- 
uled January 28—February | at the 
I.. A. Furniture Mart, Southern 
California industry leaders are pre- 
dicting another big year with the 
kick-off starting with the 1957 
show. Four favorable factors have 
influenced this thinking: Steady 
Western population growth and 
high employment, another heavy 
building year forecast for 1957, ag- 
gressive furniture promotion and 
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The greater your production ... 
The greater the saving 


THESE MACHINES have a capacity equal to two or three swing, 
straight line or roller carriage cut-off saws—depending on the 
condition of the stock. They are particularly efficient wherever 
short lengths are cut from long boards in quantity production. Two 
saws, mounted opposite from each other on a revolving yoke, make 
alternate cuts. Each saw disappears beneath the table as it cuts. 
The operator never has to wait for the saw to return to the back 
position, as is the case with an ordinary reciprocating type of 
machine. The stop lever at the operator’s left hand leaves the right 
hand free to handle the stock. Available in two models: No. 477, 
17” wide. No. 478, 231%" wide. 


COMBINATION UNIT 


Automatic cut-off saw, gang rip , ‘ 
saw and automatic hopper feed * - é / 
for gang rip saw. The stock leav- E © Yada he dT 
ing the cut-off saw drops onto = 
the bed of the automatic feeder. 
This in turn feeds into the rip ; a 
saw —eliminating the off bearer | 
of the cut-off saw and feeder of 
the gang rip saw. Note the sav- 
ing of two men in this operation. 
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@ Ideal for any production cross- 
cutting operation. 


@ Fewer machines save floor space, 
power, labor 


@ Includes new retracting stock 
support 





SS a chwson MACHINE COMPANY 
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the tremendous Western furniture 
replacement market. 

The nation’s third largest furni- 
ture producing center, Los Angeles 
finished 1956 with almost as much 
dollar volume as was recorded in 
1955, the year that is considered the 
greatest in the industry‘s history. 
Local producers indicate the in- 
dustry closed out 1956 only a bit 
behind 1955—perhaps as little as 
2 or 3 per cent off. 

Optimism is certain to prevail at 
the L. A. show, according to execu- 
tive director A. V. MacDonald. He 
predicts near-record attendance 
during the week-long show and 
solid buying based on sound mer- 
chandising principles as a result of 
good sales being promised during 
the coming spring season. 


New Designs 
Mart manager John H. Graves 


foresees a high percentage of new 
designs at the market. The array of 
new models have been prompted by 
healthy competitive conditions that 
are conducive to the development 
of excellent home furnishings 
values for the consumer, according 
to the mart official. 

Booming into 1957 as they are, 
Los Angeles manufacturers expect 
to produce furniture with a whole- 
sale value of $300 million during 
the coming year. Final figures 
could be on a par with 1956, or 
even 1955, depending on the final 
outcome of the construction field, 
furniture leaders state. The local 
industry will be using an estimated 
17,500 production workers in more 
than 500 factories, and will contri- 
bute substantially to the over-all 


growth of Southern California by 





Moore Stacker - Unstacker 


Systems get your costs 









Moore Power 
Transfer Car 





If you are trying to meet to- 
day’s competition with yester- 
day’s methods and equipment, 
let us show how a Moore 
Stacker-Unstacker System can 
reduce your costs. 


Write for information on the 
cost-saving advantages of 
handling lumber the Modern 
Way —a system for the small, 
medium or large mill. 
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adding more than $80 million to 
the total payroll. 

Indicative of the faith local fur- 
niture men have in their future is 
the giant new Los Angeles Furni- 
ture Mart which was placed under 
construction in the Fall of 1956. 
This 860,000-square foot display 
building will house more than 600 
lines of home goods produced in all 
sections of the United States. 


Industry Expanding 


The L. A. furniture manufactur- 
ing industry showed how optimistic 
it was about the future by expand- 
ing at an accelerated rate during 
1956. At least 20 major factories 
moved into new and larger quar- 
ters or enlarged existing facilities. 
Similar progress may be expected 
in 1957, say industry observers. In 
enlarging their plants, manufactur- 
ers have added more than 400,000- 
square feet of under-roof produc- 
tion area. 

There is a progressive atmos- 
phere among the industry’s talented 
corps of designers. They have done 
many new things with lines, colors 
and materials for 1957 that are 
sure to excite attention and buying 
at the market, particularly among 
modern stores with contemporary- 
inclined clientele. 

The Scandinavian styling influ- 
ence will remain as one of the do- 
minant design notes, say manufac- 
turers. The public has been quick 
to respond to the clean, shaped 
appearance which the Scandinavian 
look imparts. In their constant 
search for utility as well as beauty, 
designers are experimenting with 
new types and forms of plastics and 
developing still more uses for the 
excellent plastics already available 
commercially. 


Business Climate 


There appears to be no weak 
links in the chain of furniture mer- 
chandising in the West. Stores have 
ample stocks but they are far from 
having too much inventory, em- 
ployment is high, television con- 
tinues to create a demand for more 
comfortable furniture as home-ma- 
kers remain at home and _ take 
more pride in their dwellings, and 
the aforementioned population and 
building rates remain brisk. 

These factors add up to one ob- 
vious furniture forecast: It should 
be an extraordinarily good year for 
alert retailers and manufacturers 
realizing the opportunities through 
effective selling and servicing to- 
day’s value-conscious home makers. 
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ROOT HORIZONTAL BORERS 


give you the most wanted features 
Be for versatility and best operations 











The many outstanding fea- 
tures of Root horizontal borers 
include flexible hydraulic feeds 
and electric spindles. They are 
widely praised by leading fur- 
niture manufacturers for their 
quick adaptability to various 
screw and dowel hole boring 
operations. Their speedy out- 
put and accuracy over long or 
short production runs mean 
low unit cost and important 


savings in assembly. Write to- Style D-200—an unusual horizontal borer with highly flexible hydraulic 
feeds and motorized spindles—bores holes in multiples in edge, end or face of 


day for full information. stock—outstanding for its many features. 
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Style DM—is exceptionally versatile, has 


Style D-150—The most modern 2 spindle, ball bearing slide ways, adjustable table, 
foot and hand feed horizontal borer. Has 


motorized spindles with radial heads for direct drive electric spindles, 2 speed 
straight or staggered boring—also ball motor, hand or foot treadle feed—can be 
bearing feed works plus all the latest fitted with multiple spindle boring heads. 


adjustments and accessories. 


Style KH-250—medium capacity hor- 
izontal borer with hydraulic feed and 
electric spindles, for edge and end 
boring. Up to 30 feed strokes per 

inute. Has aut tic work clamp se i * 


id stp. Moun. YORK PENNA. 
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Serving the Industry Since IS52 








It’s Marvelous! 


This “LAG BED’’ MOULDER 
built by “The Moulder of Woods” 





134 Woods Moulder, shown 
with hopper feeding attachment 


Production depends on DESIGN! 


The new Woods 134MT Moulder Series brings to the Industry a new concept in 
spindle design, the Woods tapered spindle. Your production costs go down, your 
production rate increases, with Woods tapered spindles. 


Cutterhead sleeves and bushings are eliminated, securing more rigid cutterhead 
fit on spindle. Removal and mounting of cutterheads becomes a matter of moments— 
a simple and easy operation. Let us tell you more about Woods tapered spindles and 


the many other exclusive time and money saving features built into the new Woods 
134MT Moulder Series. 


S. A, WooeDs MAGEINE Ge. 


27 DAMRELL STREET 


BesBon 347, Mags. 


Branch Offices: ARK., Little Rock CALIF., San Mateo. N. Y., Mount Vernon. ORE., Portland. TENN., Memphis. N. C., Greensboro. 
Canadian 8. C., Vancouver, Akhurst Mchy. Co., ONT., Galt, Canada Mchy. Co. 
Export Dept.: United States Machinery Co., 90 Broad St., New York City 
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CHICAGO FURNITURE MRFS. ASS'N. PANEL (L to R) — Mark Dalin, Alden'’s, Chicago, Robert Ficks, 
T. Baumritter Co., New York, Roscoe Rav, NRFA and Ralph Campbell, S. J. Campbell Co., Chicago 


CHICAGO PANEL CONSENSUS — FIRST HALF TO BE AS GOOD 
OR BETTER THAN ‘56 FOR MANUFACTURERS AND RETAILERS 


Campbell: Everyone wants to know how busi- 
ness is — and the outlook for the year ahead. I'll 
start off by saying that Chicago furniture manu- 
facturers are running 11.33 per cent ahead of a 
year ago, and even though it is harder “beating 
last year,” should end up at least 10 per cent ahead 
of ’55. We can see no important change for the 
first and second quarters. 

. Rau: Retailers are now five per cent ahead of 
last year. In dollars, we expect the first half of °57 
will equal the like period of 1956. 


. Ficks: I note that the National Association of 
Furniture Manufacturers shows shipments up 12 
per cent at this time. Seidman & Seidman shows a 
cumulative gain of 10 per cent, nation-wide. We’re 
planning, in our company, for an increase in 1957. 


. Dalin: Our figures are confidential, but our home 
furnishings business so far has been well ahead 
of 1955 — and of the industry. We anticipate home 
furnishings gains of between 10 and 15 per cent 
for the balance of the year. The first six months 
of 1957 — which is as far as we go now should be 
as good or better compared to 1956. 


. Campbell: What effect do you believe the many 
mergers now being announced will have on the 
industry and trade? 


. Ficks: To compete effectively in today’s market, 
it is necessary to be “big league,” which means that 
you have to have some size to your business to be 
able to do the things that increasingly are having 
to be done, such as national advertising and dealer 
helps that the stores will use, trade advertising and 
publicity. In a highly competitive field we are now 
manufacturing for our company some of the mate- 
rials which we formerly purchased. When expan- 
sion is called for, the big company can meet the 
challenge. 


. Dalin: It is true that the big companies are get- 


ting bigger, and in general making it more dif- 
ficult for small operations. However, from some 
experience with big companies, I can tell you that 
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when They make mistakes, they can be big ones. 
In a local market, where service is a vital factor, 
this generality does not hold good. 


. Rau: Present business conditions are forcing out 


the inefficient and underfinanced operations. 


. Campbell: There are many examples of one- 


time quality stores which have now gone after the 
mass-market business. Many of these once-great 
mercantile operations have failed to keep pace 
with today’s merchandising and display, driving 
customers for better goods into the showrooms. 
What is your point of view, gentlemen! 


. Rau: We seriously doubt that more of the better 


business is going through the interior decorator. 
Why not ask the manufacturers? 


. Ficks: Nathan Ancell, our company president, 


believes that the retail distribution methods are 
considerably behind the manufacturing level. The 
flow out of the stores is too slow to back up the 
improved manufacturing facilities. And at the 
same time, too few manufacturers give stores the 
merchandising and display help they need. We 
need better communication between manufacturer 
and merchant. 


. Dalin: How many manufacturers have pre-pack- 


aged displays ready for dealer use? The ratio be- 
tween furniture manufacturers’ gross income and 
advertising is probably the lowest in any field. 
And when a manufacturer issues dealer helps, 
it is too much Madison-and-Michigan-Avenue ad- 
vertising agency created. It isn’t calculated to do 
a retail job. The reason that so-called better mer- 
chandise doesn’t turn over faster in the stores is 
that it doesn’t earn its keep, and that the manu- 
facturer and his salesmen don’t demonstrate how 
to move it. However, the entire business is grading 
up and trading up. In our own last catalog we did 
some of this, but we were too “bashful” for the 
times. 


Campbell: Mr. Rau — what percentage of fur- 
niture sales are on installment credit. 
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Rau: Today 85 per cent of furniture store sales 
are on credit, with the remaining 15 per cent on 
open account or cash. At the end of the first half 
of this year, $879 million in furniture credit was 
outstanding. This compares with $976 million at 
the same date in 1950, a decrease of 9.9 per cent. 


. Campbell: What do you consider the most im- 


portant problem facing the industry today, Mr. 
Dalin? 


. Dalin: Selling more merchandise. Only by know- 


ing what goes on in our own individual trading 
areas, and what the potential is can we determine 
the needs and the programs, in relation to our own 
capacities. 

Campbell: And you, Mr. Ficks? 


Ficks: Consumers must be made unhappy with 
the furnishings they have had in their homes for 
20 or 30 years. This can be done by exciting ad- 


Mr. 


Mr. 


Campbell: What is selling best in the stores, 
Mr. Rau? 


Rau: On top now in styling we see contempo- 
rary, with colonials, Early American and the Pro- 
vincials an increasing contender for second place. 
Finishes in the medium ranges (butternut to 
chestnut) top the market by a wide margin. Beiges 
and the lighter brown family of colors lead in 
the fabrics and soft floor coverings field. In fabrics 
blue-greens come in second. Aqua remains a 
leading color. 


On the horizon... we see a continuing trend 
toward blending in designs—so that modern is 
not entirely stripped of tradition, and the tra- 
ditional offerings have distinct contemporary 
features. Finishes may get darker before they go 
to the lighter. Red may come back into the color 
picture but not until the present cycle of soft 





vertising and also by exciting display. 


tones is completed. 





SAN FRANCISCO 
Market Style Preview 


Smart merchandising is the key 
to dollar volume in a still expand- 
ing, but nonetheless increasingly 
competitive market. Catching the 
customers’ interest is the first step 
in getting them to loosen their 
purse strings. And style news con- 
tinues to be the major theme in 
smart merchandising. Buyers at- 
tending Western Winter Market, 
February 4—8, 1957, at the Western 
Merchandise Mart in San Fran- 
cisco will see a large array of ex- 
citing new home goods from manu- 
facturers all over the country. 


Furniture and Bedding 


Coordination in pieces which 
can be used in almost any room of 
the house has been quietly in- 
creasing in importance during the 
last several years and will be in 
much stronger evidence in_ this 
Market. A key to the growing belief 
in the necessity of coordinated 
living-dining-bedroom goods has 
been the merger of many major 
furniture factories in_ recent 
months, sometimes for the stated 
reason, “It will be easier to offer 
coordinated merchandise across the 
board now. There is a growing 
demand for this.” 


One of the main points to be 
made about this coordinated mer- 
chandise, however, is that for the 
most part each piece has an indivi- 
dual look and can be used with any 
other styling equally well. Coor- 
dinated pieces are designed to go 
especially well together in appear- 
ance and functionally, but they are 
not necessarily exact duplicates in 
every detail. 
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In one low-priced, high styled 
modern grouping which will be 
shown at the Western Mart, 
straight-lined, softened architec- 
turally-styled case pieces, are 
finished in dull, impregnated oil 
walnut tones. Satin chrome is used 
for neat square pulls and leg tips. 
Upholstered units are light scaled, 
often contour shaped in chairs. The 
walnut and chrome appear again in 
exposed wood frames and _ legs. 
These pieces are intended to be 
merchandised in packages. 

Throughout case and _ uphol- 
stered pieces, in both high and low 
price ranges, there will be increas- 
ing evidence of foreign influence. 
In commercial lines, Scandinavian 
and Italian Provincial will be often 
noted. More classic designs, often 
from various Mediterranean sour- 
ces, as well as much 18th Century 
such as Hepplewhite and Beider- 
meir will be seen in higher priced 
lines. French Provincial will be in 
strong evidence also. 

Wood grainings, rich warm tones, 
and interesting use of hardware— 
such as brass for a grill effect in one 
traditional line—will all be im- 
portant. 


Scandinavian Influence 


Upholstered pieces will often 
have mass without being too over- 
whelming. This is especially true of 
merchandise from Western pro- 
ducers. Bulkiness is often decreased 
by use of loose wedge-shaped back 
pillows, shortened backs and arms, 
off-the-floor bases, narrow backs or 
arms, etc. On the other hand, 
several West Coast upholstered 
manufacturers will also be intro- 
ducing some light-scaled high-back 
seating units reflecting the Scandi- 
navian influence. 

Covers will quite often be in 
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damask-type woven patterns, usual- 
ly in small designs crossing the line 
between modern and traditional. 
Naturals, off whites and toast tones 
will continue big, though truer 
blues than aqua will make a reason- 
ably important appearance. There 
is a feeling among some firms that 
tones of red may be a dark horse; 
and some showrooms will be sport- 
ing reds-and-blues-that-are-almost- 
purple tones. 


There will be some new things to 
talk about in bedding, too. Such as 
polyurethane mattress cores in a 
few instances, and a little wider of- 
ferings of polyester surfacing on 
mattresses. New tickings will be in 
bright colors, sometimes with 
metallic threads. Simple stripe 
woven tickings will also be seen 
more frequently. 


TV and Radio 


Many tv-radio showrooms will be 
showing a variety of high fidelity 
equipment, including home tape 
machines to interest dealers. TV 
sets themselves will have many im- 
proved features, such as one firm’s 
3-speaker console. Color television, 
which is expected to enjoy good 
sales in 1957, will be offered in a 
range of prices, styles, and inside- 
workings. 


Juvenile 


More synthetics will be used on 
juvenile furniture as manufacturers 
attempt to lend mother a hand on 
keeping the furniture looking well 
over a longer period of time. Color 
will be shown more widely, too, in 
juvenile furniture, but usually it 
will be confined to highlight trims 
or panel fronts rather than over-all 
color. Occasional modular construc- 
tion in juvenile goods will be of- 
fered also. 


January, 1957 














—_—_ 









































—~+ 





BUSINESS 


OUTLOOK 





NAFM SURVEY 
An All-Time High 


Year end figures will show that 
household furniture shipments by 
furniture manufacturers reached an 
all-time high in 1956, according to 

ohn M. Snow, executive vice presi- 
dent of the National Association of 
Furniture Manufacturers. Both 
volume and payrolls were estimated 
at 8% higher than in 1955, the pre- 
vious record year. Employment was 
5%, higher, indicating increased in- 
dustry efficiency per man hour, he 
said. The estimates are based on 
complete reports now available for 
the first 11 months with nothing to 
indicate that December's final 
report will materially affect the 
percentage comparisons. 

In setting this record, many of 
the industry’s leading manufac- 
turers operated at practical capacity 
for much of the year, Snow said. 
Numerous bottlenecks had to be 
broken to accomplish it and fac- 
tories were improved with new ma- 
chinery, equipment and more mod- 
ern methods made more readily 
available to them because of the 
NAFM Supply, Equipment and 
Fabric Fair held in Chicago each 
fall. 

Sustained high activity, which 
has continued almost without a 
break since the end of World War 
II, leaves the industry in a healthy 
condition to meet any new condi- 
tions which might come in 1957. 
Last year ended with industry back- 
logs at the lowest level of the entire 
year. Manufacturers are looking 
forward to rebuilding them at 
good, sound, Winter furniture 
markets starting this month. 


Casegoods 


shipments in November took one 
of the worst beatings of 1956. After 
a strong showing in October, Nov- 
ember shipments were 11% less 
than November last year. This is 
the second month in 1956 in which 
shipments were less than in the 
same month in 1955. Total ship- 
ments for the year dropped from 
+15% at the end of October, to 
+8, at the end of September. 

For the eleven-month period 
through November 1956 orders 
exactly equalled those in 1955. At 
the end of October, orders were 6% 
ahead of last year, however, Nov- 
ember orders were 15% under 
November 1955, dropping total or- 
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ders for the year to a point equal 
to 1955. 

Payrolls for the first eleven 
months of 1956 were 6% ahead of 
last year, and employment for the 
period were 3% ahead of 1955. 

The average workweek in Nov- 
ember remained relatively un- 
changed from October. In Novem- 
ber, the average workweek was 42.1 
hours per week. 


Upholstered 


shipments were 3% under Novem- 
ber 1955. Total shipments for the 
first eleven months of this year 
dropped from +10% at the end of 
October, to +8% at the end of 
November. 

Total orders for the year have 
remained the same for the last four 
months (since August). November 
orders were 3% greater than this 
month last year, and total orders 
for the eleven-month period re- 
mained 2% ahead of 1955. 

Payrolls and employment re- 
mained relatively unchanged from 
the level at the end of October. 
Total payrolls for the year through 
November were 7% ahead of last 
year, and employment exactly 
equalled 1955. 

Upholstered again slipped under 
the 40 hour mark in its average 
workweek. In fact, only in Sep- 
tember and October during 1956 
was upholstered able to attain an 
average workweek over 40 hours. 
The average workweek in October 
was 41.4 hours, and in November 
39.7 hours. 


Tables 


shipments almost managed to hold 
their own in November. November 
shipments were 8% greater than 
November 1955, and total shi 
ments for the year dropped slightly 
from +16% at the end of October, 
to +15% at the end of November. 
Orders did not fare as well in 
November. November orders were 
24%, under orders this month last 
year. At the end of October, total 
orders for the year were 3% ahead 
of 1955. The disappointing showing 
in November dropped total orders 
for the eleven-month period to a 
point equal to orders in 1955. 
Total payrolls for 1956 reached 
the highest point of the year. At the 
end of November, payrolls were 
22% ahead of the same period last 
year. Employment also reached its 
highest point in November. At the 
end of November, employment in 
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tables was 12% greater than for the 
same period last year. 

The average workweek just man- 
aged to stay over the 40 hour mark. 
The workweek in October averaged 
42.3 hours per week, and in Novem- 
ber averaged 40.8 hours. 


Kitchen 


shipments in 1956 continue to ex- 
ceed the other segments of the fur- 
niture industry. At the end of 
eleven months kitchen shipments 
were 20% greater than the same 
period last year. This represents a 
decline of 2% from the level at the 
end of October. This decline is due 
to November shipments which were 
only 8% greater than November 
last year, and therefore, insufficient 
to maintain the high level estab- 
lished by previous months. 

Total orders for the year through 
November showed little change 
from the level at the end of Oc- 
tober. November orders were 1% 
less than orders in November 1955, 
dropping the total orders for the 
year from +10% at the end of Oc- 
tober to +9% at the end of Novem- 
ber. 

Employment in kitchens in the 
last two months has greatly in- 
creased compared to last year. Both 
October and November employ- 
ment showed an increase of 25% 
or better over the same months in 
1955. Total employment for the 
year at the end of November was 
26% ahead of the same period last 
year. 

The average workweek in kitch- 
ens managed to climb over the 40 
hour mark in November. The aver- 
age workweek in October was 38.7 
hours. In November the workweek 
rose to 41.5 hours. 


Infants 


shipments in November 1956 were 
2% greater than the same month 
last year. Total shipments for the 
eleven months of this year were 5% 
ahead of the same period in 1955. 

November orders were 4% 
greater than November 1955. Total 
orders for the year-to-date through 
November stood at a point 2% 
ahead of the same period last year. 

Payrolls for the year to date were 
8% ahead of last year. Employment 
for this year exceeded employment 
for last year by 3%. 

The average workweek in the in- 
fant segment of the furniture in- 
dustry increased substantially from 
the November level. The workweek 
in November averaged 44.7 hours, 
(the highest in the industry) as 
against 37.0 hours in October. 
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Metal 


shipments for the first eleven 
months of 1956 showed no change 
over the same period last year. Nov- 
ember shipments were 11% less 
than in November 1955. 

For the first time this year metal 
orders for the year-to-date dropped 
below the same period in 1955. 
November orders were 12% less 
than the same month last year, and 
dropped total orders for the year 
from 0% at the end of October, to 
—1% at the end of November. 

Payrolls and employment for the 
year remained relatively unchanged 
from the October totals. At the end 
of eleven months, payrolls were 4% 
ahead, and employment 15% ahead 
of last year. 

The metal workweek continued 
on a very restricted basis as it has 
been most of 1956. The average 
workweek in November was 28.4 
hours and in October the average 
was 32.1] hours. 


SEIDMAN REPORT 


As 1956 drew to a close, the gen- 
eral pattern of furniture manu- 
facturing activity continued to be 
one of high-level output. Although 
the rate of increase of earlier 
months of 1956 was not main- 
tained in the later months, the last 
quarter of 1956 experienced the 
greatest output of furniture ever 
attained in any quarter of any year. 

Orders booked in November were 
down 4% compared with October 
orders. This follows a pattern of a 
decreased volume of orders in 
November extending back to 1943. 
During the past ten years, the 
average decline from October to 
November has been nearly 11%. 

Compared with November 1955, 
orders in November were down 
3%, but for the first 11 months of 
1956, dollar volume of orders was 
6% ahead of those booked in the 
like period of 1955. 

Shipments in November were al- 
most identical with those made in 
November a year ago, but were off 
5% compared with October ship- 
ments. For the 11 months, 1956 
shipments bettered the record- 
breaking 1955 volume by 9%. 

The backlog of unfilled orders 
dropped 8% in November and was 
off 149% compared with the end of 
November 1955. Cancellations were 
5% of the dollar amount of orders 
booked. 
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Dollar payrolls were down 2% 
compared with October—due en- 
tirely to the smaller number of 
working days in the month. Pay- 
rolls were up 2% compared with 
November 1955. For the 11 months, 
dollar payrolls were up 8% com- 
pared with 1955. 

Employment continued 4% 
ahead of 1955, as it has been since 
July. Plant time averaged 43 hours 
per week in November, down about 
| hour compared with October, or 
with November last year. 


TV-RADIO 
10% Gain in '57 

The ever-expanding radio-elec- 
tronics-television industry has in- 
creased in size by 15 percent in 
1956, again supporting the claim 
that it is one of the country’s fore- 
most growth industries. This lusty 
young industrial giant approached 
the $5.9 billion mark in terms of 
production and sales. And it is pre- 
dicted that 1957 will bring an 
added 10 per cent growth. 

This growth was not achieved 
without certain growing pains, 
however, as television receiver pro- 
duction leveled off last year. Still, 
the RETMA marketing data de- 
partment shows that more than 7 
million sets were sold, making 1956 
one of the best four years in tele- 
vision production history. 


Sales Outlook 


The outlook for 1957 is that at 
least another 7 million black and 


white television receivers will be 
made and sold and that color TV 
set sales will total several hundred 
thousand. 

One of the most significant de- 
velopments in the television mar- 
ket in 1956 was the sudden emer- 
gence of the portable TV receiver. 
While approximately 250,000 were 
made in 1956, this year’s figure is 
expected to total 1.5 million. In 
1957 this production may be nearly 
doubled. One obvious result of 
this trend has been a decline in 
the average price of the TV re- 
ceiver and an over-all loss in TV 
revenue. 


Radio Sales Up 


The output of all radios, except 
auto sets, rose more than 20 percent 
this year over 1955 with portables 
taking the lead by an increase in 
excess of 40 percent. Transistor- 
equipped portables were produced 
in quantity for the first year, num- 
bering about 900,000. Auto sets 
declined more than 20 percent due 
to the cutback in auto production. 

The industry expects home radio 
sales to continue at a high level in 
1957 and a further rise in the pro- 
duction of transistor portables. A 
recovery in auto sets, in line with 
increased car sales, also is anticipat- 
ed. Home phonographs, particular- 
ly high fidelity instruments, with 
or without radio, were in good de- 
mand in 1956 and should remain 
so this year. 

Looking to the future, the radio- 
electronics-television industry seems 
assured of a constant, vigorous 
growth, as electronics makes its 
ever-increasing contribution to the 
American economy. 











A BIG HIT AT MODERN MERCHANDISING CONFERENCE of 150 office furni- 
ture dealers was the Wood Office Furniture Institute’s new magnetic plan- 
ning board. It's designed to dispel customer doubts about furniture arrange- 
ments. (L. to R.)—H. Gatewood, Taylor Chair Co., R. A. Spelman, WOFI 
director, K. L. Boyer, N. B. Newton Co., W. R. Borneman, The Brooks Co. 


and G. Sternberg, Ace Desk Co. 
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SALES PLANNING 





New NAFM Guide 


More than half of the one and a 
half billion dollar 1955 sales of 
household furniture to furniture 
and department stores by U.S. 
furniture manufacturers was con- 
centrated in eight leading states, 
according to a new and improved 
1956 Sales Planning Guide pub- 
lished by the National Association 
ot Furniture Manufacturers. The 
total was split 84% ($1,305,015,000) 
for furniture stores and 16% 
($240,324,000) for department 
stores or a total of $1,545,339,000, 
according to the new statistics re- 
leased for the first time. 

The new Sales Planning Guide 
represents another step in the as- 
sociation’s program to foster better 


covers the field of household fur- 
niture sales in furniture and depart- 
ment stores. 


Total volume of household fur- 
niture sales in the eight leading 
states and the way it was split be- 
tween furniture and department 
stores is shown below. 


It will be noted that in New 
York, department stores did 16%, 
of the state total which was equal 
to the national average for depart- 
ment stores. In California and 
Texas, department stores did only 
6.6% and 10.9% respectively. Simi- 
lar statistics are given for each state 
of the U.S., each of 50 top metro- 
politan trading areas, and, in a 
section divided into eight major fur- 
niture categories consisting of (1) 





upholstered furniture, (2) dual pur- 
pose sleep equipment, (3) tables 
and other wood living room furni- 
ture, (4) dining room furniture, (5) 
bedroom furniture, (6) infant and 
juvenile furniture, (7) kitchen fur- 
niture, and (8) summer and out- 
door furniture. 

Volume is given for each state 
and all metropolitan areas reported 
by the Census Bureau within the 
states for each of the eight cate- 
gories. As a guide to markets for 
quality furniture, the ratio of con- 
sumer units with over $10,000 
disposable income to the total is 
given for each state and each major 
metropolitan area within the states. 

Two new summary tables have 
been added, (1) a table showing 
total household furniture sales by 
state and metropolitan area and a 
summary table totaling bedroom 
and dining room furniture sales, 






































and more scientific methods of sales 


Sales in Top Ten Metropolitan Areas 
management among furniture man- 





. Metropolitan Furniture Department % of 

—_ AR — B ge . Rank Area Stores Stores Total Total 
io : Tne os miientham ar joel 1. New York, N.Y. ...$110,090,000 $22,156,000 $132,246,000 8.6 
1954 Coens P Meamnincmaes it 2. Chicago, Ill. ...... 56,909,000 19,506,000 76,415,000 4.9 
es taille to. inches the annie 3. Los Angeles, Calif.. 61,690,000 4,777,000 66,467,000 4.3 
poral, om and complete set of stiles 4. Detroit, Mich. .... $1,488,000 12,544,000 44,032,000 2.8 
statistics ever compiled for this : rene Hg a... 29,704,000 8,780,000 38,484,000 2.5 
eS ee eee . Oakland, Calif. 25,681,000 2,309,000 27,990,000. 
Amie _? omsas poltontooo 3 : oiline 7. Boston, Mass. ..... 20,099,000 7,008,000 27,107,000 1.8 
whose supervision the Saltamentinn 8. Pittsburgh, Pa. .... 21,311,000 5,545,000 26,856,000 1.7 
; od 9. St. Louis, Mo. ..... 19,092,000 3,828,000 22,920,000 1.5 
— 10. Cleveland, O. ..... 15,455,000 6,993,000 —- 22,448,000 ~—s1.5 

Cooperating with Park were: the 
NAFM marketing committee under : : 
chairmanship of Walter Marder, a Typical Tabulation of Sales by State 
former president of the association; : 
Professor Albert Haring, Univer- — ao Total 
sity of Indiana; the National Ree Cau sPORNIA ............. $52,921,000 $3,704,000 $56,625,000 
tail Furniture association; and cer- Peesne 1.098.000 53.000 1,151,000 
tain state and federal government —J gg Angeles .............. 24,644,000 ‘1,899,000 26,543,000 
—— MONIES siecisevixesss 2,482,000 121,000 2,603,000 

Through the cooperation of NR San Bernardino .......... 2,001,000 111,000 2,112,000 
FA, estimates on sales of dual pur- ne 2,758,000 209,000 2,967,000 
pose sleep equipment were in- San Francisco-Oakland .... 10,259,000 918,000 11,177,000 
cluded for the first time. With the ee Ser 1,570,000 100,000 1,670,000 
addition of this category of furni- err 888,000 46,000 934,000 
ture, the Guide now completely  cencudernbnnuasnads 7,220,000 244,000 7,464,000 





added for the convenience of case- 
goods manufacturers manufactur- 


Household Furniture Sales in Eight Top States 





Furni D oY of ing both types. 

— ‘Stores, =» Stores —=s Total. ~=—Ss Total. © Household furniture sales by 
New Yeek....... $12,319,000 $25,844,000 $148,163,000 9.6. = pManire and department stores in 
California ....... 132,471,000 9,314,000 141,785,000 9.2 pres pe gprs gg ge 
Pennsylvania 84,434,000 20,357,000 104,791,000 6.8 leading ten rs ave chown ehawe 
Illinois ......... 80,083,000 22,076,000 102,159,000 6.6 ‘Faull a8 -dem. -amaaeeneiae 
Ohio ........... 70,719,000 23,343,000 94,062,000 C2 a a eee po 3649 
Texas .......... 81,624,000 10,002,000 91,626,000 5.9 749000: for de Bene severing ies 
Michigan ....... 58,870,000 18,333,000 77,203,000 5.0 161,910,000, a P cr ge of 
New Jersey ...... 40,319,000 5,848,000 46,167,000 3.0 $811'659,000 or e 5% of the 

’ ’ e oO 
All others ....... 634,176,000 __ 125,107,000 __739,383,000 47.8 = total for houschold furni. 
 * Se $1,305,015,000  $240,324,000 $1,545,339,000 100.0 ture sales. 
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Fixture Group 
Plans Trade 
Exposition 


Purchases of store, bank and 
office fixtures have exceeded $200,- 
000,000 annually in this country 
since World War II and are con- 
tinually ‘increasing, according to 
the directors of the National Asso- 
ciation of Store Fixture Manufac- 
turers, who recently convened at 
the Shamrock Hotel in Houston. 

They agreed that a large share of 
this demand has been caused by the 
replacement by business organiza- 
tions of older and less efficient and 
less attractive fixtures with new 
and modern equipment designed to 
attract customers and stimulate the 
sale of merchandise. 

This replacement market and the 
production of fixtures for newly 
constructed stores, offices and banks, 
including retail establishments in 
outlying shopping centers, assure 





Kitchen Cabinet 
Producers Hold 
Winter Meeting 





RICHARD CHAPMAN 


(left) of 
Mutschler Bros Co., NIWKC presi- 
dent, and Mort Farr discussed in- 
creasing volume of wood kitchens 


merchandised through appliance 


dealers at recent meet. 


A progress report to prospective 
members of the National Institute 
of Wood Kitchen Cabinets was a 
highlight of the winter meeting of 
the group at Sheraton hotel in 
Chicago Jan. 20 and 21. 

Manager Fred F. Montiegel out- 
lined the broad framework of com- 
mittee activities in developing in- 
formation of vital concern to wood 
kitchen manufacturers. 

The NIWKC trade promotion 
program was Gescribed and first 
full year of group’s activities were 
recounted. 
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ern rere: 





“IT'S AN ASSURED SUCCESS!” That is what Robert L. Strauss (left) executive 


secretary, is telling leaders of the National Association of Store Fixture Mfrs. 
about the first annual Trade Exposition of Suppliers slated March 21-22 
at Conrad Hilton in Chicago. Listening to Strauss are (L. to R.)—W. S. 
Wyckoff, W. F. Aschinger, Jr., and Richard F. Kaufman, the latter NASFM 


president. 





the fixture manufacturing industry 
a healthy future, the NASFM direc- 
tors agreed. 

They tempered their enthusiasm 
with the realization that their in- 
dustry must continue to improve 
its services and products to keep 
pace with new designs and new 
methods. Standards and require- 
ments in the fixture industry are 
moving to higher levels than ever 
before, they agreed. 

The store fixture industry is of 
such economic importance to so 
many suppliers that the NASFM is 
sponsoring the first trade exposi- 
tion ever held for them. It will be 
presented March 21-22 at the Con- 
rad Hilton Hotel in Chicago in 
conjunction with the second annu- 
al convention of the NASFM as the 
First Annual Trade Exposition of 


Suppliers to the Bank, Office and 
Store Fixture Industry. 

Robert L. Strauss, executive sec- 
retary of NASFM, reported to the 
directors at Houston that approxi- 
mately two-thirds of the available 
exhibit space was contracted for 
within a month after initial an- 
nouncement of the show was made 
and that all indications arg that it 
will be a sell-out. 

“The exposition will give our 
suppliers the opportunity to show 
the fixture industry the newest ma- 
terials, techniques, and _ stylings,” 
Strauss said, “and to predict things 
to come, the trends of the future. 
Every member of the fixture man- 
ufacturing industry, regardless of 
NASFM membership, will be in- 
vited and urged to attend the ex- 
position.” 





Suggested Uses for NAFM Guide 


The Guide has many uses in sales 
analysis and administration, among 
those suggested being the follow- 
ing: 
fy Setting Sales Quotas — Realis- 
tic estimates of expected sales by 
cities, states, salesmen and in total. 

(2) Evaluating Salesmen — A fair 
and equitable method of judging 
salesmen and their sales efforts, 
based on total available business. 

(3) Sales Territories — equalizing 
sales opportunities, improving cov- 
erage, fringe territory possibilities, 
new territories. 

(4) Bonus Quotas — Bonuses 
based on quality of performance — 
equalizing bonus opportunities. 
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(5) Changes in Sales Potentials — 
Sales emphasis adjusted to fluctua- 
tions in potential sales. New ex- 
panding markets receive special at- 
tention. 

(6) Advertising and Sales Efforts 
— Measurement of the effects of 
advertising and sales efforts, appor- 
tioning advertising appropriations, 
determining areas which need or 
merit greater sales efforts. 

(7) Selecting Outlets — Relative 
importance of department and fur- 
niture stores — weaknesses in cover- 
age. 

(8) Research — Testing sales of 
new products or lines against 
known potentials. 
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DESIGN IN HARDWOODS AWARDS 
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AMONG PA 


for Edward G. Wormley. 


Thirty Six Win 
Awards in 1956 
Design Contest 


Hardwood products ranging 
from fine furniture to molded mod- 
ern church pews were honored with 
1956 “Design in Hardwoods” 
awards at the annual banquet of 
the Fine Hardwoods association 
held recently at the Furniture Club 
of America, American Furniture 
Mart, Chicago. 


Thirty-six awards in all were pre- 
sented in the four major design 
classifications of architecture, pro- 
duction furniture, custom furni- 
ture, and general products includ- 
ing sculpture. 

The annual “Design in Hard- 
woods” awards are given by the 
Fine Hardwoods association on be- 
half of the hardwoods industry in 
conjunction with the $400,000 
Hardwoods Exhibit at Chicago's 
world-famous Museum of Science 
and Industry. 

The six designs, and their design- 
ers, receiving awards “for highest 
honors” will be featured in the 
Hardwoods Exhibit throughout the 
coming year. All award winners 
were displayed at the January 1957 
furniture market in Chicago. 

Over 600 entries from architects, 
designers and manufacturers were 
submitted in this third annual “De- 
sign in Hardwoods” awards selec- 
tion. Most of the winning entries 
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RTICIPATING DESIGNERS were Henry Glass, | 
Bertrand Goldberg, Herbert G. Moore, William Keck and 
Roger Sprunger who accepted one of top furniture awards 


ISAMU NOGUCHI and LEWIS BUTLER designed this table 
for Knoll Associates. It won one of the two top awards in 
production furniture class featuring walnut plywood top 
and walnut legs. 





room furniture for top award in custom furniture category. 
Cherry pieces with walnut inlays coordinated with paneling 
and built-ins. 


B. W. HENDRICKSON and A. C. 
HOVEN designed this church pew for 
American Seating Co. for top award 
in general products classification. 
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EDWARD J. WORMLEY designed this 
pentagonal table for Dunbar Furni- 
ture which won one of two top 
awards in production furniture class. 
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“ADDITIONS hd MASLAND DURAN'S PATTERN LINE 


SATYRE in House & Garden colors in 
quality 5412. Rich tones. 
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— available in elastic fabric 
back for deep spring units. 


ECHO in quality 5412 available for 
matching Panelyte table tops. 


Aide vie gic hac 
YEARLING has rich natin like finish 
with elastic fabric back. 





SURREY in quality 5412 is matched 
by Pionite plastic laminate tops. 





LEGACY, fresh concept in styling for 
dinettes, hassocks, bed headboards. 





(Con’t. from page 23) 
were contemporary designs, illus- 
trating how wood, the oldest mate- 
rial of all, lends itself so naturally 
to modern design and technology. 

Much design emphasis on the 
individuality of the various hard- 
woods and wood figure types and 
many “custom” wood effects offered 
at popular mass-produced prices, 
were the outstanding trends noted 
in the design entries. 

Entries showed that with 
today’s swing from stark func- 
tionalism towards an emphasis on 
elegance, warmth and a natural 
richness inherent in materials, fine 
hardwoods are being used in many 
new ways and are recapturing for- 
mer markets temporarily invaded 
by imitation woods and other mate- 
rials, e.g. several new all wood TV 
designs. 

“Designs submitted represented a 
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greater variety of product types and 
architectural uses than ever be- 
fore,” commented Burdett Green, 
executive vice president of the Fine 
Hardwoods association. “In some 
cases, these designs represented a 
return to wood. In other instances, 
hardwoods invaded new markets.” 

Awards for highest honors in 
production furniture were present- 
ed to Edward J. Wormley for a five- 
sided walnut dining or game table 
designed for Dunbar Furniture 
Corp. of Indiana, Berne, Ind., and 
to Isamu Noguchi and Lewis But- 
ler for a walnut dining or confer- 
ence table they jointly designed for 
Knoll Associates, Inc., New York 
City. All three designers are from 
New York City. Wormley and No- 
guchi also won honorable mention 
awards. 

Top honors in custom furniture 
design were awarded to Samson 
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Berman Associates of Flushing, L.I., 
New York, for cherry and walnut 
furniture designed to coordinate 
with mahogany and Korina panel- 
ing and built-ins in the remodeled 
Berman home. 

A one-piece oak plywood church 
pew body, molded to fit body con- 
tours, won first place award in the 
general products category for de- 
signers B. W. Henrikson and A. C. 
Hoven of American Seating Co., 
Grand Rapids, Mich. Other win- 
ning products in this category in- 
cluded do-it-yourself furniture de- 
signs by Bill Baker and a Motorola 
walnut TV-hifi set. 

Although four winners received 
two “Design in Hardwoods” awards 
each, the 36 awards were presented 
to a total of 34 different designers, 
architects or firms, as some designs 
were created by two or more per- 
sons. 
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lst PRIZE WINNER (above) brought $2,000 to designer 
John C. Adams for his sofa and chair. 


3rd PRIZE WINNER (below) was submitted by R. Boyd 
Jones, a Dearborn, Mich. designer. 
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2nd PRIZE WINNER (above) an armless sofa and chair 
was designed by Bernard Manett, Detroit. 


JUDGES (below) are: C. R. Sligh Jr., S. Emery, Mary 
Gillies, Ed Wormley and Sybil Wilkins. 








BLOCKSOM DESIGN AWARDS 





ENTRIES SHOWN DURING MARKET 


Michigan designers dominated 
this year’s list of winners in the 
Blocksom & Company Upholstered 
Furniture Design Contest. They 
won all three top money awards 
and four of the eight certificates of 
merit. 


First place honors and a cash 
award of $2,000 went to John C. 
Adams, Birmingham, Michigan. 
Adams has just left the full-time 
design field to freelance while work- 
ing toward his masters degree at 
Cranbrook Academy. He had held 
various positions in the design field 
but decided to continue his educa- 
tion with the possibility of teaching 
at some future date. 

Second prize of $1,000 went to 
Bernard Manett, Detroit, with third 
prize of $500 going to R. Boyd 
Jones, Dearborn, Michigan. In ad- 
dition, the panel of judges honored 
eight other of the designs with cer- 
tificates of merit. 


This year’s judges were: Edward 
J. Wormley, one of the nation’s 
leading furniture designers from 
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New York City; Sherman Emery, 
executive editor of Interior Design 
Magazine, New York City; Mary 
Davis Gillies, Houses and Home 
Fashions Editor of McCall’s Maga- 
zine, New York City; Charles R. 
Sligh, Jr., president of The Sligh 
Furniture Companies, Grand Rap- 
ids; and Sybil Wilkins, director of 
home furnishings for Neiman-Mar- 
cus, Dallas. 


They listed four points they used 


in the judging of the competition: 
(1.) Derivativeness, (2.) Practicality 
of construction for mass-produc- 
tion, (3.) Suitability to modern 
family-life and (4.) Appropriateness 
of the use of Paratex rubberized 
curled hair — the product of the 
sponsor, Blocksom & Company. 

“It was generally felt,” they said, 
“that unequivocal originality of 
design is almost never identifiable; 
that even universally acknowledged 
artists, architects, and designers 
have their antecedents, and critics 
and scholars spend years tracking 
down and commenting upon 
sources.” 

(Con’t. on page 26) 





WINNING DESIGNERS 





ADAMS 


FURNITURE NEWS 








25 





TRANSLUSION creates an illusion of 
varying surface, height and depth. 
It's waterproof, fadeproof, flame, 
stain and soil resistant. 


New Carpenter Vicrtex Patterns 


a ; a 7 * . ‘ee 





ae 


CONTINENTAL appears but is mot 
heavily quilted. Won't crack, scratch, 
chip or peel. Gives illusion of in- 
describable depth. Has rich glow. 


Latest Virginia Fibre Patterns 





DUBLIN pattern of Nylo-Saran is 
appropriate for home, office or in- 


stitutional furniture. Is practically 
stainproof and unaffected by moths. 





FLAIR pattern like all Nylo-Saran 
fabrics is 100% nylon and saran. It 
is soft as wool, has exceptional dur- 
ability, is abrasion-resistant. 





(Con’t. from page 25) 

In commenting on the entries 
awarded certificates of merit, the 
judges said that each was worthy 
of singling out “ ... because of 
special merit some distin- 
guishing characteristics that put 
the designs in the running for a 
prize. But on one or more of the 
four fundamental counts each was 
found wanting.” 

The eight certificates of merit 
winners are: James Warren, Osha- 
wa, Ontario, Canada, Brian A. 
Cranner, New York City, J. Charles 
Dergins, Grand Rapids, Michigan, 
Herbert Jaeger, Drexel, North Car- 
olina, James A. and Marie Howell, 
Providence, Rhode Island, M. Fill- 
more Harty, Jr., Mt. Clemens, 
Michigan, Martin S. Lawrence, 
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Royal Oak, Michigan and George 
L. Robinson, Detroit, Michigan. 

The judges also stated that“... 
Blocksom & Company is to be con- 
gratulated on organizing and spon- 
soring these contests for the encour- 
agement of better design in uphol- 
stered furniture.” 

R. Z. Blocksom, president of the 
sponsoring company, said that it is 
encouraging to see the interest de- 
signers in all parts of the United 
States and Canada have in this con- 
test aimed at furthering better de- 
sign in the low and medium price 
range of upholstered furniture. 

Formal presentation of the 
awards was made during the Janu- 
ary Furniture Market in Chicago 
at which time all the entries in this 
year’s competition were on display. 
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Question — Our sales manager 
has just received a report from one 
of our largest accounts that fabrics 
with metallic threads are not selling 
as well and that their popularity is 
waning. Is this just a local condi- 
tion, or are metallic thread fabrics 
on their way out? 

Answer — This is apparently 
a local condition. Investigation 
seems to show that metallic threads 
are still very popular throughout 
the trade for upholstery cover 
fabrics. Silver appears to be ahead 
of gold. Gold is used as accent for 
a warmer effect; silver for the op- 
posite effect. 

Question — Screws used in as- 
sembling our upholstery frames 
have a tendency to tip when ap- 
plied with a power screwdriver. Is 
there any type of screw on the 
market which does not have this 
tendency? 


Answer — You are probably 
using the conventional single 
thread screw which does have a 
tendency to tip when power is ap- 
plied. A screw which is said to 
eliminate this tendency carries par- 
allel threads cut from opposite 
sides of the shank. The two threads 
meet at the center of the screw to 
form a true-center point which 
gives a straight start to the drive 
and is kept straight by the bal- 
anced lead of the threads. 
(Speedtight screws—made by Whit- 
ney Screw Corp., Nashua, N. H.) 


Question — We have an order 
for down filled seat cushions of the 
bordered type measuring 24 inches 
by 18 inches. We have had no ex- 
perience with down and are having 
trouble with shifting of down in- 
side the cushion. How can we pre 
vent this? 

Answer — Bordered down seat 
cushions, as you describe, require 
the provision of inner division on 
the inside casing, to prevent shift- 
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ing of the down from one end to 
the other in use. For the cushion 
size used, it is customary to provide 
three divisions. This inner case 
should also be made of down-proof 
fabric to properly contain the down 
filling. 


Question — We dry all lumber 
green from the saw. Very little 
time is lost in putting this lumber 
in the dry kiln, but we are getting 
considerable blue stain. There is 
no evidence of this stain when the 
lumber is put into the kiln. What 
is causing this condition? 


Answer —Blue stain some- 
times occurs in lumber containing 
sapwood that is dried in a green 
condition when kiln air circulation 
is sluggish or the drying schedule 
creates a combination of too low 
temperature with too high humid- 
ity. The stain is regarded as a form 
of mold or mildew and if it has 
not progressed too far in develop- 
ment, can usually be stopped by 
raising kiln temperature to about 
150° F. and holding relative humid- 
ity close to the point of saturation 
for a period of | to 2 hours before 
returning to the original drying 
schedule. It might be well to check 
your temperature- humidity settings 
at the point in your drying sched- 


ule where the blue stain begins to 
develop. Proper adjustment could 
eliminate your blue stain troubles. 


Question — Our enamel is not 
covering as well as it did and has a 
tendency to run and sag. We have 
just installed a new mixer and won- 
der if automatic mixing of this ma- 
terial, instead of the manual mix- 
ing formerly performed, could be 
producing this condition. What 
can you tell us about this? 


Answer —It is doubtful that 
just automatic mixing is causing 
your trouble. Rather, improper 
viscosity of material is indicated. 
In your case, it would appear that 
the material is being thinned too 
much. This would affect hiding 
capacity of the enamel and could 
also cause it to run or sag. It would 
be best to have your enamel sup- 
plier advise the proper viscosity for 
this material and then check all 
material mixed against this viscosi- 
ty standard until the proper ratio 
of enamel and thinner can be estab- 
lished. The only effect of automa- 
tic mixing should be a more thor- 
ough and uniform dispersion of 
the mixed materials—definitely not 
a fault. 


Question — We have just re- 
ceived a raised pattern fabric which 


we are told is made by electrostatic 
flocking. The pattern shows a high- 
er pile than usual. Can you tell us 
how this is done? 


Answer — Electrostatic flock- 
ing is done on a newly developed 
patented machine. Flocking of 
fabric is normally done by running 
the fabric through rolls which print 
the pattern in adhesive, and then 
scattering flock, short textile fibers, 
over the pattern. The flock adheres 
to the adhesive-covered pattern to 
form a pile about 1/2 mm. high. 
The electrostatic process makes a 
higher pile of flock, about | mm. 
high. The fabric moves through an 
electrostatic field and the negative 
charged flock is driven vertically 
into the printed adhesive by high- 
voltage sparks. 

(Process machine developed and 
used by: Velveray Corp., New York, 
N. Y.) 


Question — What can we do 
to stop tearing out of our decora- 
tive-faced plywood? We have tried 
every setup known to us for the 
double-end tenoner but this tear- 
ing-out persists. 


Answer —If your cutters are 
keen, the use of scoring saws is in- 


(Con’t. on Page 29) 





BE-W auatity 


HARDWARE 


for finer 
furniture, showcases and millwork 
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_INVISIBLE 
MOBILITY! -— 











KV SHELF HARDWARE 


Inconspicuous, sturdy, with 
complete adjustability for Zags 
cabinets, shelves, storage. 


f K-V 80 Slotted Shelf 


Standards, 2’ to 12’ 
lengths; K-V 180 
Brackets 5” to 20”; 
Satin Anochrome Finish. 


GEE ee lc kl“ TTT COKER CRIR 
SMOOTH GLIDING KV DRAWER SLIDES 


Yes, there’s a sturdy set of casters 
under this cabinet, but you 
wouldn‘t know it! That’s because 
they are Nagel-Chase casters 
mounted in Nagel-Chase brackets 
designed for use inside console 
type cabinets and to conceal the 
caster effectively. Cabinet sets 
close to the floor. 

Both swivel and non-swivel type 
casters, used in pairs, provide 
easy, ready movement for console 
style buffets, side-boards, TV and 
Hi-Fi cabinets. Write for Nagel- 
Chase Caster Catalog today. 


CASTERS BY NAGEL-CHASE 






K-V 255 Standard 
K-V 256 Support 
Y2" adjustments; 
2’to 12’ lengths; 
electroplated. 


Complete selection for 
heavy or light drawers. 
Also available with noise- 
less, ball bearing nylon 
rollers, as #1300 illustrated. 


The NAGEL-CHASE 
MANUFACTURING CO. 


2817 North Ashland Avenve 
Chicago 13, Illinois 





st 
wg 


KNAPE & VOGT MFG. CO. 
Grand Rapids, Mich. 
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Modern Lounge Base 
shipped complete with legs and 
back rest support need not be re- 
moved from carton by manufactur- 
er. He merely covers pad and 
bolsters and ships along with base. 
Frame dimensions 30” x 75” of 8/4 
Poplar finished in ebony, walnut- 
mahogany, opaque blonde or na- 
tural. Frame is sprung with 14 K- 
Arcs. Back rest support 60” per- 
mits use of long or short bolsters. 
Available from Bechik Products, 
Inc., Dept. FN, 650 Eustis St., St. 
Paul 14, Minn. 





Single Surface Planer 
available in 36”, 40” and 44” size 
widths and 8” thick is equipped 
with 4-knife cutterhead, variable 
feed drive and motorized power 
hoist for wedge type bed. Other 
features include simultaneous mi- 
crometer adjustment for bottom 
feed rolls, centralized adjustment 
for pressure bar and top outfeed 
roll, automatic grinder and one- 
shot lubrication. Made by Baxter 
D. Whitney & Son, Inc., Dept. FN, 
Greensboro, N. C. and Winchen- 
don, Mass. 


New Carbide Saw 

provides clean crosscuts and smooth 
rip cuts on lumber, solid plastics, 
hardboards, plywood and most ven- 
eered stock. New tooth form fea- 
tures a spiral-ground tip contour 
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and is claimed to increase tool life 


15%. Adaptable to double end 
tenoner, table saw and power feed 
applications. Made by North 
American Products Corp. Box 
210C, Edwardsville, Ill. 





New Wood Chip 
Transport Body 


features four chain and flight con- 
veyors which cover width of body 
bottom and quickly unload mate- 
rial. Open van-type body permits 
quick loading from either buckets 
or wood chippers at site. Designed 
primarily for delivery of bulk wood 
chips, it is available in lengths from 
12 to 34 feet. A single electric 
power unit can be utilized to un- 
load a fleet and built-in hydraulic 
operation is available for smaller 
operations. Made by Baughman 
Mfg. Co., Dept. FN, Jerseyville, Ill. 





Ball Bearing Caster 

called Roll-A-Glide can be nailed 
in to any wood furniture leg. Fea- 
tures special serrated nail for maxi- 
mum holding power. Casters are 
engineered to roll easily on all sur- 
faces. Samples available from The 
American Tack Co., Dept. FN, 
Flatiron Bldg., New York 10, N. Y. 
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New Mattress Carton 
featuring tear-strip around middle 
permits easy removal of one half of 


carton at a time. Design allows 
dealer to effectively display mat- 
tress upright with partial protec- 
tion. Maker claims it less likely 


mattress will be removed by pul- 
ling handles. Brand name identity 
is emphasized. Made by Stone Con- 
tainer Corp., Dept. FN, Tulip & 
Decatur Sts., Philadelphia 36, Pa. 





New Wood Grains 
starting with Cherry will be fea- 
tured in Nevamar’s new “woods of 
distinction” line of high-pressure 
laminates. Both domestic and for- 
eign woods will be featured as the 
line is expanded. Two shades of 
Cherry have been announced: Bur- 
gundy and Sauterne. Made by Na- 
tional Plastic Products Co., Dept. 
FN, Odenton, Maryland. 


Belt Speedsanders 

models SP and SPM now have 
brake mounted motors designed to 
prevent stock from being thrown 
back from feed rolls. Controlled 
by limit switch which stops motor 
and sets brake. Anti “kick back” 
fingers also available provide great- 
er safety to operators. Further data 
available from Timesavers, Inc., 
Dept. FN, Box 7446, Minneapolis 
22, Minn. 
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PRODUCTION PROBLEMS 


(Con’t. from pg. 27) 
dicated as a possible solution to 
your trouble. Scoring saw attach- 
ments are now available for the 
double end tenoner, designed to 
operate in front of the tenoning 
heads which can be adjusted to just 
cut through the face veneer and 
crossbanding to reduce tear-out 
tendencies. Best result with scoring 
saws are obtained when they are 
mounted on the tenon spindle hous- 
ing to move with the tenon heads. 


Question — We are having 
trouble with stretchers and legs 
coming loose from our chairs. We 
have tried bradding the tenons but 
this has not entirely eliminated our 
troubles. What do you suggest? 


Answer —Contrary to common 
belief, bradding tenons does not 
greatly increase the strength of the 
joint. Tests have shown that a 
small wire brad driven through a 
tenon actually adds only about 50 
to 100 Ibs. to the holding power 
of a joint that has a natural hold- 
ing power of about 2,000 lbs. when 
properly made. Manufacturers of 
chairs and other furniture pieces 


using the round tenon report good 
results with the use of the com- 
pressed tenon made with a patented 
press. 

In the compressed tenon process 
the tenon is made slightly oversize 
and then is compressed in the press 
without rupturing the wood fibers. 
Favorable tenon action comes from 
natural shrinking and swelling of 
the wood. After the tenon is driven 
into a glue-spread hole, it is imme- 
diately expanded by the glue mois- 
ture to its originally prepared size. 
Internal expansion of the tenon 
builds up pressure against the hole 
walls and a tight joint results. 
(Valiton Compressed Tenon—F. C. 
Valiton, South Ashburnham, Mass.) 


Question — We have lost our 
cutting room foreman and are hav- 
ing trouble breaking in a cutter for 
our fabrics. Our cover layups are 
cut in plies as many as 40 high 
and we use both the round knife 
and straight knife cutting ma- 
chines. Our principal difficulty 
seems to be the proper choice of 
machines for cutting different por- 
tions of the cover pattern. Can you 
tell us what the common practice 
is for using these cutting machines? 


Answer — Where multiple-cut- 
ting of fabrics is done, such as you 
describe, the round knife cutting 
machine seems to be used mostly 
for straight line cutting and cutting 
mild contours. It is very fast and 
accurate in these applications. The 
straight knife cutting machine is 
somewhat slower but has greater 
throat capacity to cut a higher lay- 
up of materials. It is better adapt- 
ed to the cutting of curves and 
corners. 

Question — A visiting finish- 
ing foreman has criticized our prac- 
tice of applying shading stain di- 
rectly over our stain coat. We 
mit the body stain to dry thorough- 
ly before application of the shading 
stain but he insists we would get 
better results by shading over the 
sealer coat. How about this? 


Answer — This is more or less 
a case of Hobson’s choice. Better 
uniformity is usually obtained 
when shading stain is applied over 
the sealer coat, as a more true color 
shows through the sealer. On the 
other hand, better permanence of 
color is obtained by shading direct- 
ly over the stain coat and better 
adhesion of stain results. 





Puoduclion PAY PROFITS! 


The high, sustained cutting 
speed and pattern precision 
of Lineberry Cutter Heads 
and Knives add up to profits 
for you. Lineberry Wood- 
working Cutters are the re- 
sult of years of study and 
experience in the making of 
fine cutters. Engineered to 
your exact needs and speci- 
fications and warranted to 
give the utmost in quality production. It will pay you to know more 
about Lineberry Cutters and service. Write for catalog. 


Router Bits of... 
PROVEN PRODUCTION, 


Millions of production hours in many, many plants over the | 
years prove the superiority of Lineberry Red Tang High / 
Speed Steel Router Bits. They give the ultimate in true 
running, smooth cutting and long-lasting performance. 

In all standard sizes or made to order in any diameter 






or length. Write for catalog. 


ILINJEIBIEIRIRY 


FOUNDRY & MACHINE CO. 
North Wilkesboro, N. C. 


318 Forrester Ave. 
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WOOD TURNINGS 


Broad Inventory of Hardware and Accessories 
Modern Facilities integrated to produce over 50,000 units weekly. 
Experienced craftsmen process top quality and economy grade 


Finished in standard or special hues to match your specs. 
Delivery two weeks from receipt of order — custom packed. 


Send your specs for quote . 
call CHerry 3-2521 collect, today! 


McPHEE-THOITS 


Manufacturing Company 
4419 Stafford Ave., $.W.—Grand Rapids, Mich. 
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COMING 
INDUSTRY 
EVENTS 


CHICAGO—Nat’l. Assn. of Home 
Builders, Convention and Ex- 
position, Jan. 20-24 

NEW YORK—Winter 
Jan. 21-25 

HIGH POINT—Winter Market, 
Jan. 21-31 

LOS ANGELES—wWinter Market, 
Jan. 28-Feb. 1 

SAN FRANCISCO—Winter Mar- 
ket, Feb. 4-8 

DALLAS — Southwest Furniture 
Market, Feb. 4-8 

CHICAGO—Nat’l. Assn. of Store 
Fixture Mfrs., Suppliers Ex- 
position and Convention, Mar. 
21-22 

BOSTON—Furniture Show, Mar. 
25-28 

HIGH POINT — Spring Market, 
Apr. 27-May 3 

JAMESTOWN — Spring Market, 
May 5-9 

GRAND RAPIDS—Summer Mar- 
ket, June 13-26 

CHICAGO — Summer Market, 
June 18-29 

SEATTLE — Northwest Furniture 
Market, July 8-11 

HIGH POINT—Summer Market, 
July 8-18 

LOS ANGELES—Summer Market, 
July 15-19 

CHICAGO—Nat’l Assn of Furn 
Mfrs. Convention and Supply, 
Equipment & Fabric Fair, Aug. 
25-28 

BOSTON—Furniture Show, Sept. 
9-12 

CHICAGO—High Fidelity Show, 
Sept. 15-16 

HIGH POINT—Fall Market, Oct. 
19-25 

CHICAGO—wNat’l. Assn of Bed- 
ding Mfrs. Convention and 
Supplies Market, Nov. 

GRAND RAPIDS—Winter Mar- 
ket, Jan. 2-15, 1958 

CHICAGO—Winter Market, Jan. 
6-17, 1958 

HIGH POINT — Winter Market, 
Jan. 20-30, 1958 

LOS ANGELES — Winter Market, 
Jan. 27-31, 1958 

HIGH POINT — Spring Market, 
Apr. 19-25, 1958 

CHICAGO — Summer Market, 
June 16-27, 1958 

HIGH POINT—Summer Market, 
July 7-17, 1958 

LOS ANGELES—Summer Market, 
July 14-18, 1958 











Market, 
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Ed Corwin Say 


‘Inventory Determines 
Profit or Loss!"’ 











THeEre IS ONE THING about “inventory” that has always fas- 
cinated me. When all the income and expenses are recorded, and the year 
has ended with the inevitable question “How did we do?” — that one list 
and its valuation — the inventory — determines the profit or loss. 

Perhaps it’s sigmificant that “Inventory” and New Year’s Resolutions 
celebrate the same season. Certainly a good look at the past, should bring 
plans for the future. 

The routine of counting and listing, valuing and totalling of the 
year-end inventory is old familiar stuff to most of us in industry. It’s one 
of the biggest single cooperative jobs of the year, when everyone cleans 
house and counts. It’s surprising what you find in a factory when you 
stop long enough to straighten up. And if you think about it for a moment, 
you realize that it isn’t so much what you’ve got that counts — but what 
you do with it. A clean, well-balanced current inventory is a great thing. 
But good planning and quick action — cooperation between manufacturing 
and sales — can very often turn duds into dollars. 

To return once more to accounting, the final inventory figure, when 
it’s dropped into place and the books are closed, determines the annual 
answer that every business waits for. The total, of course, is made up of raw 
materials, work in process and finished goods. There are specific rules 
for valuing inventories. The most important factor, however, is judgment 
and experience in identifying and classifying them properly. 

When the books are closed, and the record of the past year is known, 
it’s time to look ahead. There are some other inventories besides mer- 
chandise, that will have a bearing on next year’s performance. What 
do we have? — and what is it worth? 

1. Do we have an organization that can grow with expanding business? 
— both our methods and people? 

2. Do we have flexibility in the way we do things? — in the office? — in 
the factory? — in planning? Or will somebody bust a gusset the next 
time there’s a change, instead of keeping up with it? 

3. Do we have some learners in the organization? — and do we let them 
learn, so they can come along when they’re needed? 

4. Do we have a good product? Are we telling the trade about it? Are 
we helping the dealer to sell it? 

5. Are we thinking about what we'll make next year? Do we have some 
ideas started? 

6. Have we studied this year’s inventory, and planned how we can utilize 
all of it to the best advantage? 

7. What major expenditures that we made last year need a change of 
direction this year? 

8. What new materials, methods or machines are being developed that 
we might use in the future? 

These are the questions — just a few of them — the answers to which 
will determine next year’s profits and progress. 

Political catchphrases about a “planned economy” need mean very 
little to a business man, if he will stop and take stock — look at last year’s 
inventory — of men, money and materials — and then make this year’s 
plans. This year’s planning makes next year’s profit. 





ABOUT THE AUTHOR 


Ed Corwin is currently employed by Stow & Davis in Grand Rapids. He has written and 
lectured on a variety of subjects — from credits to cost controls — and brings to this column 
a wealth of practical experience in the furniture field. He started in furniture at Berkey & Gay 
at the age of 17. Moving from there in 1930, he was connected successively with Kroehler, 
Elgin A. Simonds, Luce and Standard Chair, before affiliating in 1940 with John Widdicomb 
Company, where he was Secretary-Treasurer and a director, over a period of 15 years. 
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HERMANCE 300 RIPPERS 





Now built to gang rip boards 8, 12 or 16” wide 
into multiple strips at one pass, at fast feeds. 


Motor 15 to 50-H.P. All ball and needle bearings. 
Good for single saw ripping up to 6” thick. 


For flooring, box, furniture, millwork, dowel, rule 
manufacturers. 


Write for full information. 


HERMANCE MACHINE CO. 


BOX 359, WILLIAMSPORT, PA. 











“Tool up with Woodworkers”’ 





Superior Door Cutters for Shapers to turn out doweled doors 
134” and 134” for any size panel. 

Mitre Lock Cutters for fine cabinet work, cutting fine invisible 
joints on plywood and solid panels. Write for catalogue. 


WOODWORKERS’ TOOL WORKS 


Room 104 Factory Bidg. 
222 South Jefferson Street Chicago 6, Illinois 














Genuine BENDIX BRASS 
: Covered Mouldings 


FAST 
DELIVERY 
With Bendix BRASS covered mould- 


ings, your furniture becomes associated with 
the present trend in furniture style. Bendix BRASS 
mouldings cost little; make all the difference. 
We also carry covers in chrome, bronze and copper. 
A choice of hundreds of profiles. 


Write for 
“folder | V Telephone 
J ouldings| MU 6-3395 

















92 LEXINGTON AVE. NEW york 
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““MANUFACTURERS OF PROCESSING MACHINES SINCE 1885" 





GRUENDLER EQUIPPED, TYPICAL WOOD WASTE INSTALLATION 


W oO oO D into by-product 
W A y T c CHIPBOARD, 
Pine, Hickory, Cedar, PULPW D- 
Elm, Oak, Gum, + SUPPLEMENT, 
Walnut, includi 
eae ii ROOFING FELT 
WwW Ven 
pr Shade. and Plastic- 
Chip, Sawdust FILTERS 
Woodfiour ¢ 





There's PROFIT in By-Products made from processed 

wood wastes. Markets are expanding, and Gruend- 

ler Processing Machines are showing the way. 
WRITE FOR DATA AND ILLUSTRATED BULLETINS 


Gruendler Crusher & Pulverizer Co. 
2915 North Market Dept. FN 1-57 St. Louis 6, Mo. 


new! straicuTLinE OLIVER 


Hydraulic Cut-Off Saw 


Unmatched for 
smooth, accurate, 
fast production 


A light finger touch on the 
large start button moves the 
saw in a straight line by hy- 
draulic piston. It cuts stock 5” 
thick, or up to 20” x 2” at 32 
strokes a minute; or stock 
16” x 2” at 42 strokes a 
minute. Cuts thousands of 
pieces without variation of .005 
inch. And it’s built to give 
years and years of service . . - 
operating quietly with no re 
bound. 





@ Write today for 
Bulletin No. 94-DH 





OLIVER MACHINERY CO., GRAND RAPIDS 4, MICH. 
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HENDERSON TURCOTTE 
DON HENDERSON, former ad- 
ministrative assistant to Robert A. 
Spelman, Wood Office Furniture 
Institute director, is new controller 
of the national trade group. 
CHARLES TURCOTTE is new 
administrative assistant and will be 
engaged in technical and promo- 
tional programs of WOFI.. 





MISHLER 


FINGER 
JERRY FINGER is new assistant 


comptroller of Finger Furniture 
Co. of Houston, Texas. . . C. JO- 
SEPH MISHLER is new Koroseal 
upholstery sales rep for B. F. Good- 
rich in High Point, N. C. . . JO- 
SEPH E. JOHNSTON, formerly 
with Richardson Co., is new Con- 
soweld sales rep and will handle 
direct sales accounts in dinette and 
furniture industry ... HERBERT 
E. IHRIG is new manager of mar- 
keting administration and person- 
nel development for General Elec- 
tric’s Metallurgical Products Dept., 
Detroit. .. EUGENE J. SULLI- 
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IHRIG 
VAN is new sales vp for Borden 
Company’s Chemical Division, New 
York . . . ELLIS LEACH is new 
president of Collins & Aikman. He 
is past president of Upholstery and 
Drapery Fabric Mfrs. Ass’n and has 


JOHNSTON 


been previously associated with 
Timme, Chase and Goodall-San- 
ford. . . DONALD P. LEIRD is 


new general sales manager of Owos- 
so Mfg. Co., Benton, Ark., replac- 
ing WADE MALLETT who re- 
signed to become general manager 
of Cloud Furniture Mfg. Co., 
Springfield, Mo. . . LAWRENCE 
P. GATES, former Joerns Bros. 
Furniture vp, has established Gates 
Industries, Inc., Hartford City, Ind. 
to produce upholstered chairs. . . 
CHARLES L. BECKER JR. is new 
merchandising manager of Texti- 
leather Div. General Tire & Rub- 
ber Co., Toledo and KENNETH 
A. BEARD is new assistant product 
design manager for the firm. . . A. 
R. GORDON is manager of newly 
created Powasert Dept. of United 
Shoe Machy Corp., Boston. . 

MIKE MACHACEK, president of 
Northfield Foundry & Machine Co., 
Northfield, Minn. and a veteran of 
70 years in the woodworking ma- 
chinery manufacturing industry 
died recently at age of 84... JOE 
M. CLARK has announced removal 
of his veneer and plywood business 





LEACH 


SULLIVAN 


offices in Columbia South Carolina 
to the Electric Bldg., Jackson, Miss. 
... M. B. PENDLETON is new 
acting secretary-manager of the Na- 
tional Hardwood Lumber Mfrs. 
association headquartered in Chica- 
go... S. DOUGLAS WALKER is 
new manufacturers rep in south 
central states for Curled Hair Div. 
of Armour and Co. . . ROY and 
SOL CHAYKIN of American Foam 
Rubber Distributors, Miami, will 
handle the firm’s newly acquired 
Blocksom Paratex line. . . I. E 
RUSSELL is new director of mar- 
keting for Futurian-Stratford Fur- 
niture Co. He was formerly na- 
tional sales manager of Webcor 
and previously associated with CBS- 
Columbia. .. LUTHER DRAPER 
of Design South, High Point is new 
designer for Show-Pieces, Inc. of 
Louisville. ERIC RUCKEL- 
HAUS is new general manager of 
Fancher Furniture Co. of Sala- 
manca, N. Y. Formerly with Ebas- 
co, D& B& GE. . . SAMUEL L. 
RIFKIN, 68, secretary-treasurer of 
Cal/Mode Furniture Manufactur- 
ing Co., Culver City, Cal., died this 
month at Mt. Sinai Hospital follow- 
ing a protonged illness. . . WIL- 
LIAM T. CUMMINS is new dis- 
trict sales manager in New York 
for Eastman Chemical Products, 
Inc., Textile Div. . . ALEXAN- 
DER D. LUMSDEN is new Eastern 
regional sales manager for Foam 
Products Division of Hewitt-Ro- 
bins, Inc. with offices at 370 Lexing- 
ton Ave., New York. 











ment departments, including the Navy. 








A SIZE FOR EVERY NEED 
Heat is applied to the sides of the pot — not the bottom — no burning 
—no water in base. Thermostat reguiated. They provide the most effi- 
cient and satisfactory heat for glue, resin, wax, enamels, tar etc. Made 
by the pioneer in the field. Ordered and used by various U. S$. Govern- 
For more information write 


ROHNE ELECTRIC MFG. CO., INC., 24 E. HENN AVE., MPLS. 1, MINN. 


Electric GLUE 


POTS 
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HIGH SPEED STEPS UP 
PRODUCTION 50 TO 100% 
WITHOUT CONSCIOUS EFFORT 

THE TANNEWITZ WORKS 

Grand Rapids, Mich. 


GL 6-1729 S 


SEND FOR FOLDER DESCRIBING 6 EXCLUSIVE SUPERIORITIES 


January, 1957 
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TAPERED AND STRAIGHT 
FERRULES 
ROUND AND SQUARE 


Genuine brass, 
finished in 
satin, 

Write for 
information on 
other metals 
and finishes 


FERRULES WITH 
BRASS AND PLASTIC 
SELF LEVELERS 


Ferrules 
designed and 
finished for 
the production 
of fine furniture 


Se 


>= 


LEG BRACKETS AND PLATES 

We manufacture over 
900 items and are 
continually adding 
to this line 


WINZELER STAMPING CO. 






29 WABASH AVE. 
MONTPELIER, OHIO 





FURNITURE NEWS 33 








ANNOUNCING 


a NEW SERVICE for manufacturers of 
FURNITURE and BEDDING 





a NEW SERVICE for suppliers to the 
FURNITURE and BEDDING INDUSTRIES 





FURNITURE and BEDDING 
MERS CATALOG FILE 10,000 Circulation 


Address—American Furniture Mart Chicago $285.00 page rate 
To be published in January, 1958 $28.50 cost per 1,000 
by Furniture News 
Established 1929 





FURNITURE PRODUCTION CATALOG 
DIRECTORY 7,000 Circulation 


$360.00 page rate 
$51.42 cost per 1,000 


Address—Nashville, Tenn. 
To be published in October, 1957 by Furniture Production 
Established 1952 





BUYERS’ GUIDE and COMPOSITE 


CATALOG 2,000 Circulation 
For Bedding Manufacturers $120.00 page rate 
Address—Merchandise Mart Chicago $60.00 cost per 1,000 


Published annually in June 
Established 1943 














Plan to Use Your BEST BUY! 


FURNITURE ano BEDDING 
MFRS CATALOG FILE 


MORE COVERAGE IN BOTH FIELDS AT LESS COST 


* © 
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No. 4-L Single Surface, Me- 
dium sized planer for first 
cutting and finishing work. 





” 


e 
PRODUCT OF PLANER SPECIALISTS —¢ xclusively 
TEE I INI 


- « « which accounts for the fact that in this model as well as ALL BUSS 


Cabinet Surfacers you will find more patented, exclusive features 


ont Mee than in any other planers . . . features that assure finer finish planing, 
*. 

{iia greatly increased production and long, trouble-free service. 

Von th 


Write for bulletins describing these machines in detail and you will readily understand 
why we say if is usually far cheaper to own them than to do without them. 


6 MODELS =_—sTHERE’S A BUSS PLANER TO EXACTLY SUIT YOUR NEEDS 

ze SIZES No. 44 Single Surtace, No. 66 single Sur- No. 88 poubie sur- No. 55 Heavy duty pt a rae Ne for 
4 roll planer for first cut- face, 6 roll planer face, 8 roll planer © Double Surfacer for P!aning hardboard and 
ting and finishing work. for first cutting and for first cutting and _—_ planing rough lumber. other very thin materials. 


finishing work. finishing work. 


* 





SINCE 1862 


MACHINE WORKS PLANER SPECIALISTS EXCLUSIVELY 


230 EIGHTH STREET ® HOLLAND, MICHIGAN 























IT'S GOOD BUSINESS fo operate with new 





Dorsey Hi-Cube Vans because of the extra space 
inside—2,500 cubic feet with 91¥2-inch width— 
and because their rugged construction means 


years of safe, trouble-free service. 


IT’S GOOD ADVERTISING, too, because 





your customers appreciate the smart appearance 


that distinguishes this great line of trailers. 


Measure a Dorsey . . . examine it feature-by- 
feature . . . and your eyes and your yardstick 
will tell you that here’s the trailer to haul more 


payload for less cost per mile. 














Efficiency Features: 


28-inch floor height 


Inside height 90 and 114 


inches 
42 inches between wheel boxes 


Two-speed landing gear with 
recessed folding handle 


Four rows of forged steel rope 
cleats with plastic shields 


Famous Dorsey translu- 
cent roof cap 


Recessed cam-type 
locks and rear lights 


e@ One piece spaceless 


tailgate 


e 48 inch curbside doors 


Full length rear doors 





Your Dorsey Regional Distributor is a substantial, 
independent businessman with complete service facilities. 


DORSEY TRAILERS / ELBA, ALABAMA 








